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Bonnar-Vawter Fanform Co- 


1717 East 30th Street 
Cleveland, Ohio 


We are interested in multi- 


copy forms as follows: 
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“Is your contin- 





uous form set- 
up delivering 
you the utmost 
in convenience, 
cleanliness, ac- 
curacy and 


speed?” 




















[s the production curve throughout your organiza- 
tion going up, too? Production in a broad sense 
of the term, meaning the amount of work done... 
not only the units you manufacture, but also the 
number you sell and ship. . . and, furthermore, the 
volume and accuracy of your record-making all along 
the line. If your production in the last-named re- 
spect lags, to that extent you are failing to consolidate 
the gains your sales force and factory departments 
have achieved. 


Are you using multiple-copy forms ? How many ? Are 
they enough ? Should new forms be devised ? Should 
some be changed ? Is your continuous form set-up de- 
livering you the utmost in convenience, cleanliness, 
accuracy and speed ? 


A Bonnar-Vawter representative will be pleased to 
study these and similar questions with you. An analy- 
sis takes time, however. Hadn’t you better start 
now by mailing the coupon below ? 


BONNAR-VAWTER FANFORM COMPANY, INC. 
1717 East 30th Street - = CLEVELAND, OHIO 


NEW YORK CHICAGO PHILADELPHIA 
75 West Street 130 North Wells St. 620 Drexel Bids. 


ATLANTA BOSTON DETROIT 
423 Ten Forsyth St. Bidg. 176 Federal St. 817 Transportation Bldg. 


Representatives in other principal cities 


COPY FORM 
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F. O. B. 


{Filosofy of Buying) 


N enterprising eastern manufacturer, the L. J. 

Wing Mfg. Co., has equipped its salesmen with 
business cards that are in reality miniature ealling- 
eard-size catalogs of the complete line. Presumably 
the theory is that telephone calls and salesmen’s cards 
always reach their man, though salesmen and _ sales 
talks may not. From now on, buyers on this prospect 
list are in the position of the knife-thrower’s mag- 
netie target or the trick golf hole that is laid out like 
a shower-bath drain; they'll get the sales message 
regardless of whether they’re in, or out, or in and 
say they’re out. 


* * 


Another unusual business ecard that puts over 
the sales message along with the salesman’s 
name is the U.S. Printing & Lithograph Com- 
pany ’s miniature folding box, which is said to 
appeal to the prospect’s manipulative instinct, 
causing him to set it up and inspect the 
product. 
* * 


NE of the most recent industrial slogans coming 

to our attention is the ‘‘Share the Market’’ 
movement, innocently described as ‘‘the adoption of 
an informal arrangement among producers to share 
the available market for a product, to avoid an out- 
break of cut-throat competition now that code price 
controls have been eliminated.’’ Speciously counter- 
feiting the interest in ‘‘ Share the Work’’ and ‘‘Share 
the Wealth’’ proposals, this one might more aptly be 
titled ‘‘Share the Buyer’s Dollar’’. There’s nothing 
new about the plan except the slogan. We’ve seen 
it many times deseribed under the name ‘‘Cartel’’, 
or as the ‘‘Stevenson Plan’’, and not infrequently 
with the more explicit caption : ‘‘ Federal Trade Com- 
mission Order to Cease and Desist’’. 


* * 


‘My chief objection to the processing tax 
in our industry,’’ says the head of a large 
milling company, ‘‘is that it goes against the 
erain.”’ ; 


* * 


WEATHER dispatch from the cotton country is 

headlined: Hot Weather Stops Insect Pests. 
But some of us outside the cotton belt, who had to 
keep on talking to salesmen all through August, don’t 
believe everything we read in the papers. 


P. A.’s Mother Goose 


Sing a song of discounts. 
Three 10s, and 5 off twice 
Seventeen deductions 


Before you know the price. 


When the computation’s over 
There may be some you've missed. 
Isn't that a system! 

Wotinell is *‘list’’? 


The buver chuckled inwardly ; 
Thought he'd chiseled plenty. 
The salesman wondered whether to 


Knock off another 20. 


The competitor decided 

To join them at the game. 

Ile gave an extra 50 off 

And upped his ‘‘list’’ the same. 


* * 


HE savants of Columbia University announce with 

pride that they have succeeded in putting the 
whole sum of human knowledge into a single volume 
taking up only three inches of shelf spaee. This is 
vastly eneouraging to those of us who have often been 
told that what we don’t know about this and that 
would bulk much larger. 


* * 


Incidentally, we have always conceived the 
funetion of a University not as the shelving 
of knowledge, but getting a small frac- 
tion of knowledge off the shelf and inside 
the skulls of the students. 


* * 


ICKEY MOUSE, who in addition to his othe 

accomplishments has proved himself an able 
salesman in the merchandising program of many an 
item for the juvenile market, celebrates his seventh 
birthday this month, and will realize the dream of 
many a seven-year-old by having a celebration lasting 
a whole week instead ot only a single day. Mickey 
Mouse Week, in case you’re interested (and if you're 
not, the movies and radio will call it to your atten- 
tion anyhow) comes from September 28 to October 4, 
and has literally hundreds of sponsors among the 
manufacturers and distributors of M. M. products. 
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Barkon Piper. 


Redeemable by the purchaser at the price paid at 
anytime by the Kee Lox Manufacturing Company 


OW would you like it if everything you 
bought was actually worth the price 
you paid, and redeemable at that price at 
anytime? 
We give you this protection because The KEE LOX 
Mfg. Company has developed a carbon paper called 
ith PAR BRAND — redeemable at par —the price you 
the paid, if it ever fails to meet your requirements. 


— PAR BRAND will give you Intense Impressions, is clean to 


; 1S handle, wonderfully durable and is especially desirable for 
en all makes of NOISELESS MACHINES. 
hat Settle the question now! Order KEE LOX PAR BRAND 


in any weight — in any finish. Our protective guarantee is on 
every box to INSURE your purchase. 


KEE LOX MANUFACTURING CO. 


Factory and Home Office Rochester, N. Y. 
Kee Lox Branches in all Principal Cities 


Atlanta Cleveland Kansas City New York San Francisco 
Baltimore Dallas Los Angeles Omaha Seattle 
Birmingham Denver Louisville Philadelphia St. Louis 
Boston Detroit Memphis Pittsburgh St. Paul 
Chicago Houston Milwaukee Portland Toledo 
Cincinnati Indianapoli Mi li Salt Lake City Tulsa 
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LREADY many Purchasing Agents are taki! 
full advantage of Reliable’s new policy of sel 
office machines direct to large users at pi 

which show savings from 30°, to 50°, or more. T! 
are choosing from the largest stock of Typewrit 
Adding Machines, Calculating Machines, Billing a 
Bookkeeping Machines and Checkwriters availal 
They are buying at the lowest quantity prices. Ar 
they are finding a one year money-back guaran 
covers every machine they buy from Reliable. Wz: 
today for Reliable’s Wholesale Catalog and Buy 
Guide, Number 850. 


RELIABLE TYPEWRITER AND 
ADDING MACHINE CORPORATION 
303 W. Monroe St. Chicago, III 


@ OUR REFERENCES: Dun-Bradstreet; City National Bank 
& Trust Company of Chicago; Chicago Association of 
Commerce; Any Consular office throughout the world 











Send copy of your latest Catalog and Buy 
Guide Number 850. 
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For almost a century Ryerson has been saving time for thousands of steel users, by 


the quick shipment of steel and allied products. Today, with enlarged stocks covering 
everything from the finest stainless and special alloys down to ordinary mild steel 
with special cutting equipment and the fastest dispatching methods, Ryerson can assure 
a still greater saving of time. The wide range of products carried, permits selection 
of the steel best suited to each particular application. You can concentrate purchases 
making one order cover all your steel and allied lines, for Ryerson stocks also include 
welding rod, copper, brass, babbitt and similar products. And of course, immediate 
shipment is assured. 


WRITE FOR THE RYERSON STOCK 
LIST —‘‘KEY” TO IMMEDIATE STEEL 


JOSEPH T. RYERSON & SON, inc. 


Chicago, Milwaukee, St. Louis, Cincinnati, Detroit, Cleveland, Buffalo, Boston, Philadelphia, Jersey City 


RYERSON STEEL SERVICE 
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INDUSTRY'S GOOD FAITH 


N the late great attempt to reconstruct our 

national industrial system, industry was fre- 
quently and loudly accused of bad faith toward 
the employee, of accepting definite responsibili- 
ties as to hours and wages only on the assurance 
of even greater concessions in marketing prac- 
tices. Without attempting to minimize the fact 
that many a sharp bargain was driven in Wash- 
ington on this pattern, we must also recognize 
that, wisely or unwisely (and we subseribe to 
the latter view) such trading was the _ basis 
adopted in the formulation of business pacts. 
The circumstance that a hastily gathered and 
inexperienced official staff was hopelessly out- 
maneuvered and outbargained by practical busi- 
ness men was easily predictable. It was a fault 
of the system rather than of the parties in- 
volved. The approval of hundreds of code agree- 
ments consummated on that basis is prima faci 
evidence that the government was satisfied with 
its side of the bargain. 

By and large, the agreements were observed 
on both sides during the brief life of the Re- 
covery Act. It was the contention of govern- 
ment and industry alike that the marginal fringe 
of ‘‘reealeitrants’’ was not representative of the 
business community. The charge of bad faith 
was not a proper issue until the Act was tossed 
into the discard four months ago and the social 
problem was restated without the confusion of 
marketing factors, as it had been under PRA. 

Many business men took the reasonable stand 
that the rescinding of one side of the bargain 
relieved them of moral and legal responsibility 
for observing the other. This did not necessarily 
mean that they were eager to avail themselves 
of that relief. Nevertheless, the immediate step 
of the skeleton NRA—which, by the way, is no 
such emaciated organization as the word implies 
—was to institute an elaborate investigation to 
discover how far labor conditions had reverted 
to the former status. 





The early returns of that inquiry are nov 
available in the form of reports from State com 
plianece officers regarding the abandonment 
code standards for workers. The statistics ar 
illuminating. The group in which a lowering « 
standards has been most widespread is the ge. 
eral retail trade, with nearly 1,500 employe: 
cited. Next in order come 851 employers amon 
retail food and grocery stores. Third, are 549 
wholesale establishments. Fourth, are 429 in th: 
construction field. Manufacturing industry, wit! 
196,000 operating units, is not to be found amor 
the leaders in this ‘‘Roll of Dishonor.’’ An 
ironie commentary on this situation is to 
found in a large retail window display only 
few bloeks distant from this office, in which t! 
wares are prominently marked with a red, whit 
and blue label faintly reminiscent of the old Blu 
Kagle, proclaiming that the goods are manufa 
tured under the conditions of voluntary comp]! 
ance with code standards. 

The report further states that throughout 
list of industries the greatest departure fro! 
former labor standards was in the matter of in 
creased work hours; wages have not suffered 
comparative decline. That very fact argues we! 
for the economie position of all workers as 
dustry onee more gets under way and is able 
recruit its depleted ranks from those now wi 
emploved. Barring further agitation and inte! 
ference, that day is not far removed. 

The obvious conelusion to be drawn from thie: 
factual studies is that the problem, as purchasi) 
executives have long realized, and as consume 
generally are coming to understand more clea! 
lies in the methods and costs of distributior 
Sound purchasing has done much to correct th: 
situation in the field of industrial goods. Ther 
is reason to believe that the lessons to be draw 
from that development might profitably be 
plied to the broader situation with saluta 
effect. 
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CONTAINER STANDARDS point the way to 





Photo by Ewing Galloway 


TRANSPORTATION ECONOMIES 


¥ is estimated that more than five million skid plat- 
forms are currently used in plant and transit, em- 
bracing many types and sizes. Skid shipments offer 
definite advantages in the handling of many classes of 
goods, both in bulk and packaged. 

Reeords of skid shipments now available in the 
files of the Federal Coordinator of Transportation in- 
dicate that average dunnage weights are reduced, 
loading and unloading greatly expedited and reduced 
in cost, better security obtained for goods in transit, 
and in many eases heavier car or truck loadings ob- 
tained through reduced bulk of packaged goods with 
equal security. Standard No. 2 size freight skids 
have been so designed that they ean be handled by 
eranes or hoists as well as by lift trucks, and will 
stow economically in or on rail or highway vehicles. 
They ean also be earried on industrial trailers and 
trucks. 

In addition to this, the skid system is suitable for 
practically all intra-plant movement, and can be co- 
ordinated with production and stores organization, 
providing a completely integrated service that is now 
only partially realized in the ease of a few companies 


and commodities where the ‘‘returnable skid’’ basis 
is in effect. The handling of railroad materials by 
several of the larger roads shows savings as high as 
95% in the handling of certain types of goods. 

Within the past month, the Section of Property 
and Equipment of the Federal Co-ordinator’s staff 
has endeavored to collect exhaustive particulars on 
the flow of industrial traffie by rail, highway and 
water; carload, truckload, eargo and fractional lots; 
ton miles, origin and destination; and the physical 
characteristies of such shipments with a view to the 
applicability of sueh container service. The results 
of this inquiry are expected to shed much light on 
the feasibility of a more general use of unit containers 
as a means of carrying a considerable portion of what 
is now earload traffic, in the form of fractional car- 
load units—perhaps one-fifth, one-fourth or one-half 
of a earload, or a truck load—and as a means also 
of helping in the coordination of the various forms of 
transportation. 

While the ultimate aim of the suggested plan will 
necessarily be deferred for a considerable time, much 
benefit of an immediate nature is indicated, particu 
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larly in relation to dimensiona! and load standards to 
fit in with existing carriers and handling equipment. 

The broad outlines of the proposal are detailed in 
a discussion prepared by the Co-ordinator’s staff, 
cited in part as follows: 
NEED FOR CONTAINERS 

The development of commerce from a matter of 
local to one of nationwide distribution involving inter- 
carrier transportation, the growth of hand-to-mouth 
buying, the demand for fast, frequent service com- 
plete from door to door, and the necessity for elimi- 
nating waste in the distribution of goods, eall for 
integrated transportation service and coordinated use 
of different forms of transport, in order to secure 
maximum speed, safety, and economy in moving goods 
from ‘‘line of production to point of use.’’? These 
objectives can be attained only through provision of 
physical equipment which will enable the following 
principal requirements to be met: 


(a) Reduce costs of packing, handling, loading, 


unloading, and storing goods. 


(b) Provide shipping units of sizes and designs 


suited to modern commercial needs. 


(¢) Avoid breaking bulk in all movements be- 
tween origin and destination. 


(d) Provide maximum security to lading in 
handling and transportation operations. 


(ce) Reduce idle time of all forms of transpor- 
tation equipment. 


Studies made by the Federal Co-ordinator, by 
transportation agencies, and by industrial and com- 
mercial organizations, indicate that correctly designed 
containers will enable all these requirements to be 
met, and that their efficient use will result in direct 
financial benefit to shippers, warehousemen, con- 
signees, and carriers. 


ee 


The term ‘‘eontainer’’ as used in this connection, 
refers to a carrying unit in or on whieh goods may 
be loaded for shipment by rail, highway, or water, 
but which is neither a transportation vehicle nor an 
essential means for packing goods for shipment. 

While no national freight container service has 
ever been developed, a considerable number of pri- 
vate, local, and regional services have been operated 
in the United States during the past fifteen years, 
and in some European countries for a much longer 
period. The experience gained in operating these 
services affords ample evidence of savings in many 
specifie operations involved in the movement. of 
goods. Such savings are especially notable in those 
operations whieh are non-productive, that is, opera- 
tions which add to cost but not to the value of the 
goods. 

The development of national container service, 
and the attainment of maximum usefulness by any 
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The practicability and convenience of skid- 
load shipments is graphically illustrated in 
connection with such a product as strip 
steel, shown above in process of hand- 
ling at the plant, in freight car and truck 
transportation. Photographs by courtesy 
of the Acme Stee/ Company, Chicago 
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local or regional service, have been hampered by sev- 
eral important physical and commercial factors. Lack 
of generally recognized dimensional standards has 
prevented interchangeability in use, even with stand- 
Containers have not been 
adapted to handling a sufficiently wide range of dit- 


ard railway equipment. 
ferent kinds and quantities of goods. Means for 
handling containers have not been standardized, and 
in many cases have required expensive special-purpose 
machinery and equipment. Restriction of container 
service by any one agency to a relatively small geo- 
graphie area has had the same effect that would ensue 
if railroad rolling stock could be used only on the 
road which owned it. 

In the light of the facts now available, and with 
the cooperation of all interests concerned in the 
speedy, safe, and economical movement of goods, it 
appears possible to develop standards of physical 
equipment, operating methods, and commercial prac- 
tices which will overcome present handicaps, and en- 
able container service to be used to maximum ad- 
vantage. 


OPERATION OF CONTAINER SERVICE 


It is obvious that if container service is to attain 
maximum usefulness, all types of standard containers 
must be available to the individual shipper, just as 
railway freight cars are available, in the kind and 
quantity required by the shipper, and at the time re- 
quired. Furthermore, it should not be necessary for 
any shipper to provide his own containers, nor should 
he be obliged to maintain them nor to secure their 
return to his plant. 

In order to provide a nationwide service of this 
kind it seems probable that one or more container 
serviee organization should own and maintain the 
equipment and lease it to shippers, carriers, or both, 
on terms commensurate with value received by each 
user. For present purposes, it will be assumed that 
if two or more companies undertook to furnish con- 
tainer service, they would provide fully interchange- 
able equipment, and would establish an efficient co- 
operative organization to make it available to users 
when, where, and in kinds and quantities required. 
On this assumption, operation of the service may be 
considered as if it were to be conducted by a single 
organization. 

For the purpose of the present discussion it is 
immaterial whether such an organization were to be 
owned by transportation agencies, by shippers, or 
both, or by other interests. It seems safe to assume 
that if the facts show that container’ service will pro- 
duce net money savings to its users, means will be 
found to establish such service. The necessary facts, 
from the standpoint of the shipper and consignee, 
must first be obtained, then thoroughly analyzed, sum- 


marized, and correlated with other facts showing the 
value of container service to each form of transpor- 
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tation. A report will then be prepared, to present a 
comprehensive picture of the value of national con- 
tainer service and of the technical, commercial, and 
financial requirements of such a service. 


TYPES OF CONTAINERS 


Containers now in use are of two general types, 
which for convenience are referred to herein as (1 
‘‘inner’’ containers (skids, pallets, trailers, ete.) which 
may be loaded inside of outer containers or other 
transportation vehicles; and (2) ‘‘outer’’ containers, 
usable in lieu of freight car or highway truck bodies. 
The two types have distinct as well as overlapping 
fields of usefulness, and for maximum benefit to the 
shipping public and transport agencies, both types 
must be provided in carefully selected multiple sizes 
conforming to certain limiting dimensions. 


DIMENSIONAL LIMITATIONS 

In 1930, representative manufacturers and users 
of inner containers in collaboration with the Bureau 
of Standards, U. S. Department of Commeree, adopted 
clearance and overall dimensions of skid platforms as 
follows: 

No. 1 skid: Width, 32-33 inches; length, 54 inches. 

No. 2 skid: Width, 42 inehes; length, 60 inches. 

Clear height from bottom of runners or other sup 

ports to underside of platform, 8 inches or 12 
inches. 

These standards have been widely adopted throughout 
American industry and should be adhered to as a 
working basis in determining container dimensions. 

In the case of inner containers, the length and 
width dimensions must be determined with a view to: 
(1) Economical stowage in freight ears, highway ve- 
hicle bodies, and outer containers; (2) convenience in 
handling through doors, aisles, passages, ete., and (3) 
suitability to handling by means of existing standard 
A width of 
permits loading two inner containers abreast in- 


mechanieal devices such as lift trucks. 
3/6” 
side a closed truck body with sufficient clearance, and 
also permits loading in outer containers. This width 
has also been found most suitable for loading in box 
cars, the inner containers covering about 80% of the 
floor area, which enables them to be loaded and un- 
loaded at minimum eost per ton of goods carried. A 
length of 5/0” requires a minimum inside length of 
truck body or outer containers of 10 feet, for eeo- 
nomical stowage. It appears desirable to have inner 
containers as large as handling and loading eonditions 
will permit, in order to carry a maximum quantity 
of goods on a minimum number of units. 

While outer containers may have various forms 
and dimensions, they must conform to railroads and 
highway clearance limits, as well as to those of in- 
dustry. The maximum width of a railroad ear is 
governed by the clearance line established for general 

Continued on page 33 
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OPLEX, exclusive Dobeckmun process, coats 

printed matter with an invisible cover that 
is wearproof, crackproof, dirtproof. Finger smudges, 
oil, grease and dust can be wiped from its sur- 
face easily and quickly with a dry or slightly 
damp cloth. 
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Doplex adds months and years to the life of 
catalog and recipe book covers; specification and 
direction charts for garages, shops and oil stations; 
sales portfolio pages, window and counter display 
cards, outdoor signs. Doplex also increases the : 
brilliance of, and does not distort colors. 
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for Doplexing free of charge. Prices and other in- 
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TAKE IT EASY BROTHER! 
THE ROAD'S OPEN AGAIN, 

BUT IF YOU GO Too FAST 

YOU MAY LAND IN THE 
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TODAY'S BUYING POLICY 


The prospect of expanding business activity 


over the next several months may require 


a major adjustment of purchasing policies 


TEN PRACTICAL BUYERS DISCUSS THE SITUATION 


sy is no longer news to point out 
that the trend of business ae- 
tivity is definitely and strongly on 
the upgrade. Choose your own in- 
dex, this basie faet is revealed. In- 
quire in any business group, and 
the note of eonfidence is sounded. 
As to the reasons for this long 
awaited development, and as to its 
probable extent and duration, opin- 
ions will differ. But the present 
condition is clear. Today, and at 
least for several months into the 
immediate future, we travel the 
ascending curve. Practically all 
leading industries, with the exeep- 
tion of coal and oil, have felt the 


surge and are responding to. it. 
That is the factual situation with 
which business executives must deal 
today. 

No group in the industrial pie- 
ture is more profoundly concerned 
with this condition, and with the 
problems of poliey which it entails, 
than are purchasing men, whose re- 
sponsibility it will be over the near 
period to sustain the expanding ae- 
tivities of their production and 
sales departments with adequate 
supplies and raw material, to keep 
costs under control, and to gear the 
flow of goods from primary mar- 
kets to the newly accelerated tempo. 


Most purchasing me} 
full alive to. this 
chanee. A noticeable libs 
ot inventory policies O\ 
six months, and the hig! 
approach to commodity 
bear witness to their for 
anticipation of the pres 
ment. But now that 


more clearly defined, ex 


realities instead of conjec 


relatively free from un 
of legislation and 
sentiment, the time is 


review of broad bus ne 


In view of this situat 
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number of practical purchasing 
men to comment on significant as- 
pects of the buyer’s position. 

Only a dozen years ago, when 
industrial procurement was proud 
in the newly developed ‘‘science’’ 
of purchasing, buying policies were 
fitted to a general formula which 
stated that a time of expanding 
business activity and rising markets 
was a time to buy. As 
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of price fixing practices under 


codes. There never has been a 
time when the purchasing depart- 
ment can, if purchasing agents will 
effectively promote their own wel- 
fare and work, make a greater con 
tribution to industrial progress 
than at the present time.” 

And ‘““We are in a 


sense pre-equipped for the future 


another: 


pede it into overbuying—coming 
into the market too strongly ahead 
of time or in too great a volume: 
to cause shortages and 


We need 


balance in industry now more than 


material 
abnormally high prices. 


anything, and the inereasing buy 


ing strength at present evident 
must have an orderly and progres 
sive expression. ”’ 

A third: ‘‘During pe 


riods of 





in the case of many an- 
other formula that was 
essentially sound in 
principle, it has been 
found necessary to mod- 
ify this poliey, or at 
least to preseribe certain 
checks, to avoid the ex- 
cesses of boom time and 
depression which were 
exaggerated by the ear- 
lier system. This new 
emphasis on stability is 
the dominant note in the 
new buying policy. It 
implies no lack of econ- 
fidence thus to temper 
enthusiasm with 
dent caution, but rather 
the desire and the plan 


to build a 


pru- 


sound and 
enduring standard = of 
prosperity. 

Says one buyer: ‘‘ The 
purchasing department 
is very much discounted 
in industry from the 
standpoint of its ability 
to be a stabilizing factor. 
Executives establish the 
policies of both purchas- 
ing and sales but gen- 





James M. Berry, Purchasing 
The Drackett Company, Cincinnati 


Rosert C. KELLEY, Purchasing 
Converse 
Rubber Company, Malden, Mass. 


Contributors to this Symposium 


Age nt 


Raupu D. Berry, Assistant Secretary 
Davol Rubber Company, Providence 


C. G. BUNNELL, General Purchasing Agent 
Westinghouse Electric & Manufacturing Com 
pany, East Pittsburgh 


C. A. Incenrritz, Director of Purchases 
Republie Steel Corporation, Youngstown 


Lewis A. Jones, Director of Purchases 
General Cable Corporation, New York 


Age ni 


Rubber 


Company and 


GEORGE L. MEYER, Jr., Director of Purchases 
Stewart-Warner Corporation, Chicago 


H. H. Norr, Purchasing Agent 
Smith System Heating Company, Minneapolis 


H. A. Russei., Purchasing Agent 
A. B. Farquhar Company, Ltd., 


Frep L. Woop, Purchasing Agent 


Hodeman 


York, Penna. 


increased busi 
ness activity, the pur 
chasing department has 
function in 


a dual a 


sense, the buyer is swept 
along with the tide, and 
yet he must resist it.’’ 
Again: ‘‘ Unfortunate 
lv a great many manu- 
facturing plants are go- 
ing to be short of needed 
materials, and possibly 
supplies, a little later on 
because the ery has been 
for smaller and smaller 
With the 


demand _ for 


inventories. 
increasing 
various products, toward 
which we seem to be 
headed, there may be a 
very high peak load of 
production for a_ short 
time and after that we 
will settle down into a 
more steady production. 
No buyer is correct all 
of the time. He cannot 
always buy at the low 
point, and many times 
he is not able to refuse 
to buy at the high point. 
It is the general average 
that counts.’ 
EXTENT OF COVERAGE 
With this note of 








erally keep in closer United States Envelope Company, Springfield, 
touch with the daily Mass. 

sales problems than they 

do with purehasing. I 

have for some time be- 

lieved that if exeeutives would in the light of events which have 


establish a definite policy whereby 
their purchasing agents would be 
absolved from the responsibility 
which they so often feel for chisel- 
ing practices, a vast step forward 
would be taken in the stabilizing 
of prices at a level whieh would 
provide profits and would be al- 
most as effective as the operation 


transpired sinee the year 1929. In 
projecting our thinking 
industrial future there is stimula- 
tion—yes exhilaration in the reali- 


zation of the opportunities before 


us. It seems to me that the par- 
ticular problem 


purchasing department now is not 


to permit the rising tide to stam- 


into the 


confronting the 


caution, the question is 
raised as to a_ possible 
standard by which to gauge the 
proper extent of coverage. Gener- 
alities, the speculative approach, 
are no longer in favor. If certain 
requirements are to be anticipated 
by present purchasing or contract, 
the wise proeedure is to measure 
those requirements as accurately as 


possible. 


‘““The preparedness problem of 
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primary importance to purchasing 
exccutives during the gradual emer- 
gence from the depression is to 
know what the volumes of business 
of their respective organizations 
are likely to be for at least six 
months forward,’’ is the opinion of 
one large buyer. ‘*The informa- 
tion must be based on facts and 
pertinent data which will reason- 
ably assure accuracy of better than 
90%. The necessity for high ae- 
euracy of foreeasts is obvious be- 
eause on the findings rests the de- 
cisions for the purchasing policy 
for inventory materials and con- 
tract arrangements. 

‘Another problem of importance 
to the purchasing executive is that 
of gauging the general business 
volume of the country as a whole 
in relation with the particular in- 
dustry or business in which he may 
be engaged. Such gauging must 
be done, not only on the current 
level of business, but on three to 
six months or more forward posi- 
tion. If done intelligently, con- 
servatively, and fairly accurately, 
it is not too diffieult to have the 
average prices paid for inventory 
requirements fall below the yearly 
average market prices of the vari- 
ous commodities. 

“Tf the foregoing problems are 
analyzed and an attempt made to 
solve them along the lines indi- 
eated, the much diseussed Fall im- 
provement may be forecasted as to 
extent and speed for industry as a 
whole about as follows: The gen- 
eral level of business for the first 
six months of 1935 was approxi- 
mately 23% higher than the level 
for the vear 1934. The current 
quarter should be 17% better and 
the fourth quarter 10% better than 
the 1934 level, with both figures 
considered as minimum. The whole 
vear of 1935 should show about 
17% betterment over the previous 
vear’s level. 

‘“Due allowance should be made 
for seasonal influences, the peculiar 
psychology of political activities in- 
herent to depression periods, and 
a liberal discount for unfounded 
optimism. Further, account must 
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be taken of the fact that the eur- 
rent general business level is due 
largely to private and governmen- 
tal spending for general moderni- 
zation and utility. The resultant 
ultimate consumer buying must of 
necessity lag somewhat behind the 
level created by such activities. ’’ 

A similar plea for coordination 
of purchasing with other phases of 
management is sounded in the eom- 
ment: ‘*‘Purehasing agents who 
have the habit of consulting with 
the management of their companies 
will possibly still find that it is 
easier to save a dollar in the pur- 
chasing department than it is to 
secure the amount of new business 
necessary to net the same dollar in 
the profit column.”’ 

A statement of general poliey: 
‘*As I see it, inventories can now 
be advisedly increased from = 10- 
25% on staple materials and goods. 
The Fall upswing is likely to create 
many thin places in the readily 
available supply of some materi- 
als.’’ The percentage estimate is 
of course dependent on inventory 
policies prevailing over the past 
several months. 

A further comment on this point 
counsels: ‘‘If inventories are nor- 





H. PAtootie 
FONSBORS 
PURCHASING 
AGENT 





Says Hi-Pressure Pete: 


Some of the boys who complain 
that they can’t get to first base 
with the P. A., think it’s smart to 
get on with the foreman, only to let 
the P. A. throw them out at second. 


} . 


mal and properly balaneed 
should at least be maintain 
moderate increase over thi 
three to four months may be 
fied, with the thought of lig 
ing any surplus stock ov 
following three to four n 
Where funds are available 

adequate return on the inv 


can be assured, obsolete and 


ficient equipment should bi 


placed with modern faeilitix 
all probability, such work 

done cheaper now than lat 
The more efficient and lows 
units will help greatly to in 
profits on the higher oper 
schedules anticipated in 

ture.’ 


] 


A SELECTIVE MARKET 
Virtually all of the buyer 
out that the successful buyin 


icy must be a selective pro 


taking into consideration bot 


economie factors in a given m 


situation and also the charaet 


motives of the general bu 


movement. 

‘*Market study must be 
sive. Watch iron and ste 
per, oils, wheat and cottor 
cultural products in genera 

‘fA eareful and constant 
sis of commodities and eon: 
is imperative. Certain comn 
and groups ot commodities 
be given special study. | 
protection on major raw m 


has not already been mad 


diate coverage on partial re 


ments for the next six 
months is recommended. 1 
particularly true on those co! 
ties that are very sensitive 
susceptible to daily market 
tions.”’ 

‘‘Each item, of course, m 
handled on the merits of 
sition. ”’ 


‘*Buying policies will not be 


eral but each line will be e@ 


dividual attention. It may bi 


to practice forward purch 
some lines whereas a hand t 
buying policy will undoul 
better in others.’’ 

‘‘Tf there is any one t} 


Continued 
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THE NEWS 


TRAFFIC IN WAR MATERIALS 


NEW ORLEANS—Preceding the report of actual 
hostilities of the Italian-Ethiopian front, and while 
diplomatie agencies in world capitals are wrestling 
with the problem of munitions embargoes, comes the 
news that trade in war materials is already under 
way. (See Fig. 1) 
within this classification consisted of 5,427 long tons 
of benzol, cleared from the port of New Orleans 
August 14th on the freighter Monrosa, to be dis- 


First shipment to come clearly 


charged at an unnamed port in Italian Somaliland. 
Petroleum products figure largely in this early ae- 
tivity. Without definite confirmation of details, ow- 
ing to indirect buying methods and seerecy surround- 
ing the purchases, it is estimated that up to seven 
cargoes of refinery products bought at American Gulf 
ports are destined for Massawah on the Red Sea, pre- 
sumably for consumption by the military forces of 
Italy. 
by considerable quantities of naval type Diesel fuel 
oil and lubricants. 


Chief item is aviation gasoline, supplemented 


RELIEF FROM LEGISLATION 


WASHING TON—Business executives who have been 
fervently hoping these many months for the adjourn- 
ment of Congress as a relief from the uncertainties 
of legislative action and the certainties implied in 
some of the pending regulatory and tax measures, 
found a powerful ally in the torrid Washington sum- 
mer, which finally hastened the termination of the 
session at midnight of Aueust 26th. Dominating 
figure of the closing hours in the upper house was 
the late Senator Huey P. Long of Louisiana (See 
Fig. 2) whose one-man filibuster in protest against 
‘*hetrayal’’ of cotton and wheat farmers blocked the 
last-minute passage of the Deficiency Bill, leaving the 
Social Seeurity program devoid of funds, and who 
contributed to the reeord the seintillating observation 
(modestly attributed to Senator Borah) that the Con- 
stitution of the United States is a document powerful 
enough to withstand both the hazards of attack by 
President Roosevelt and defense by former President 
Hoover. In summarizing the achievements of the 
session, the New York Sun remarks editorially that 
‘<The legislative record of the Seventy-fourth Con- 
eress is not as impressive as its endurance record,”’ 
pointing out that much of its work is still under a 
cloud of unconstitutionality that ean be dispelled only 
by the Supreme Court. 


HARMONY IN OIL 


DALLAS—The voluntary interstate oil compact con- 
summated here last February by Texas, Oklahoma, 
New Mexico, Kansas, Illinois, and Colorado in the 
interests of conservation and waste prevention, re 
ceived Congressional benediction last month—a step 
necessary because of the interstate character of the 
agreement. The bill, in its final form, was a com- 
promise between the demands of those desiring com- 
plete Federal regulation and those wishing to confine 
regulation to the individual States, and provides for 
the ratification of compacts such as the one achieved 
under the sponsorships of Governors Allred and Mar- 
land. Effects of the agreement had already been 
apparent (See Fig. 3) in decreased output in signa- 
tory States, a development emphasized by contrast 
with expanding operations in California and Arkan- 
sas. A meeting to organize proper administrative 
agencies is scheduled for September 12 at Oklahoma 
City. 

Meanwhile Texas is tightening its proration system 
by the injection of an acreage factor which will take 
into aeeount the territory drained by wells rather 
than the present basis of individual well potential. 
The latter plan has proved unfair in permitting 
closely spaced wells—as many as three to the acre 
to draw the same amount of oil as a like number on 
thirty aeres or more. The spacing rule has already 
been sanctioned by the Supreme Court of the State. 


LOCOMOTIVE ASSEMBLY LINE 


MeCOOK, ILLINOIS—Mass production methods of 
the automotive industry have now been adapted to 
locomotive manufacture in the new plant of the 
Klectro-Motive Corporation, (See Fig. 4) where the 
first continuous assembly line in this field is due to 
be completed this month and start on the production 
of more than three million dollars worth of giant 
Diesel-electrie locomotives ordered for delivery prior 
to April 1, 1936. ‘‘This project,’’ says W. J. Austin. 
consulting engineer and industrial builder in charge 
of the construction, ‘‘marks the first attempt to pro 
vide struggling railroads with economical locomotives 
which will strengthen the railroads in competition 
with other forms of transportation.’’ The eompeti- 
tive angle stressed in this pronouncement is somewhat 
discounted by the fact that Eleetro-Motive Corp. hap- 
pens to be a subsidiary of General Motors, and that 


the purchases are being financed in part by General 
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Motors Acceptance Corporation, unless this is to be 
interpreted as a step toward coordinated transpor- 
tation. 

The locomotive assembly line consists of a 104- 
foot aisle extending through twenty-four construction 
bays, a distanee of 500 feet. The arrangement is 
similar to the famous automobile lines except that 
the work moves forward on overhead eranes instead 
of carrier belts, so that interruption at any point will 
not affect the work at other stations. The locomotives 
move erosswise in this aisle, which is served by a 
mammoth 200-ton all-welded travelling crane. 

Reminiscent of the automobile plants are special 
testing pits where the locomotive may operate in po- 
sition and a 34-mile test track corresponding to auto- 
mobile proving grounds. 


AMTORG STATISTICS 


NEW YORK—While sharp diplomatic notes were 
crackling between the capitals of U. S. A. and 
U.S. S. R., with the imminent threat of a severance 
of diplomatie relations due to disagreements on com- 
munistie propaganda and mutual charges of bad 
faith, the offices of Amtorg Trading Corporation, 
Soviet purchasing organization, released some very 
persuasive statistics on recent commercial transac- 
tions. Orders placed with American producers in 
July amounted to six million dollars — double the 
volume recorded in June and ten times the volume of 
July a year ago. And 75% of this business goes to 
the capital goods industries that need it most, con- 
sisting of machine tools, foundry equipment, dies, 
metal-working machinery and equipment for the 
Stalin and Gorky automobile plants in Russia. Other 
large purchases include oil refining and metallurgical 
equipment, electrical apparatus, automotive and avia- 
tion equipment, freight car wheels, electrodes, ete. 

Seventy-five American firms have shared in the 
orders of the past two months, fifteen of them re- 
eciving orders in excess of $100,000. And negotia- 
tions now nearing completion represent about two 
million dollars additional. 

In addition to this, some eight and a half million 
dollars worth of cotton has been sold to Russia since 
the first of the year, carrying the grand total of all 
Soviet purchases in America for 1935 to date up to 
twenty-five millions, an increase of 150% over 1954. 

It remains to be seen whether the State Depart- 
ment will subseribe to the business slogan that ‘‘the 
customer is always right.’’ 


Photos by Acme, Ewing Galloway, and Parade Studios 
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WHO BUYS THE ENVELOPES? 


HO buys the envelopes? 
Where and how does he buy 
them? And how does he keep the 
record of his purchases and stock? 
Fifty-seven representative com- 
panies contributed to a study cov- 
ering these and related questions. 
The summary of their experience 
and affords an excellent 
cross-sectional analysis of purchas- 
ing practice in regard to an item 
of practically universal 
and a yardstick for the measure- 
ment or evaluation of your own 


policy 


interest, 


company practice. 


WHO BUYS 


The returns indicate that envel- 
ope buying is predominantly a 
purchasing agent’s job. In fifty- 
three cases (93%) he has a part in 
the transaction. In forty 
(70%) he has the entire responsi- 
bility of selection and purchase. 


*aSes 


In twelve companies, the advertis- 
ing (8) or sales (4) executive de- 
termines the choice of envelopes 
for special promotional purposes, 
while those of general use are pur- 
chasing department items. In 
seven of these instances the order 
clears through the purchasing de- 
partment; in five eases (including 
eases where sales and advertising 
offices are located quite separately 
from the plant) the special orders 
are placed direct. 

In one company, envelope speci- 
fications are the responsibility of 
the printing superintendent, and 
the order is placed by the purchas- 
ing executive. 

In the four companies where the 
purchasing agent does not enter the 
transaction, the buying is done by 
the treasurer (3) or the secretary 
(1). It is noted, however, that in 
every instance where the treasurer 
buys, the company uses government 


stamped envelopes. Under these 
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A study of buying practices in fifty-seven 


representative purchasing departments . . . 


circumstances, of course, the pur- 
chase is primarily a matter of post- 
age rather than of envelopes, and 
there is no problem of competitive 
sourees, quality, or terms. 


WHO SELLS 


In the majority of companies 
thirty-eight (67%)- 
the requirements are bought from 


all or part of 


a manufacturer. Twenty-three 
(40%) buy exclusively from this 
source. In the other fifteen cases, 
the business is divided. One buyer 
states that 90% of his envelopes are 
bought from the manufacturer. 
Two companies make it a practice 


to go to the manufacturer for 


some ° 
to the 


‘*standard’’ part of their business. 


‘special’? requirements and 
paper merehant for the 
Four companies express a prefer- 

ence for patronizing local manufae- 

turers of envelopes; otherwise the 
location of the supplier’s plant is 
not mentioned. Nor is there any 
indication whether this policy is 
dictated by considerations of reei- 
procity, convenience, or transpor- 
tation cost. 
Twenty-one of the companies 

(87%) buy through the paper mer- 

chant, but only five of these use 

him as an exclusive source of sup- 
ply. 
that the paper merchant whom they 


Two of the answers indicate 


patronize is in reality a manufac- 
turer’s representative. 

Nine companies buy envelopes 
from the printer. 
a regular entire 
amount of their requirements. The 
other four divide their purchases, 
smaller lots up to 5000 being placed 


Five do this as 
policy on the 


with the printer, while larger or- 
ders go to the manufacturer or 
paper merchant. 

Three companies buy trom the 
stationer, only one doing so ex 
clusively. 

U.S. government stamped envel- 
opes are a tactor in ten of the 
cases. Four companies use them 
for all requirements. Three others 
report this souree for the majority 
ot their purchases, and three make 
them, the relative 


use ot propor- 


tions not beine mentioned. 


HOW BOUGHT 

Only three of the companies pur- 
chase envelopes on annual or other 
Fifty-four fol- 
low the practice of ordering peri- 


long term contract. 
odieally as required. On special 
types of envelopes and those de- 
signed for specifie mailings quan- 
tity is naturally determined by the 
contemplated use. On reeurring 
requirements as for standard cor- 
respondence envelopes the govern- 
ing factors include economical man- 
ufacturing quantity and average 
quantities used over a given period. 

Approximate quantities up to 
one year’s supply are purchased in 
some cases, but six months’ supply 
is a more usual measure of quan- 
tity. 


tage of manufacturers’ willingness 


Several buyers take advan- 


to defer shipment on a portion of 
the order. A typieal instance 
among those reported is that of the 
buyer who regularly orders 100,000 
correspondence envelopes at a time, 
taking delivery of half the amount 
as soon as they are completed, and 
taking the half 


Continued on page 
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THE MARKET PLACE 


A summary of the month's developments in the 


essential phases of the basic commodity markets 


The Guffey-Snyder Control Bill for the 
GUFFEY bituminous coal industry was signed by 

President Roosevelt on August 30th, to be 

effective for a four year period. The 
BILL original draft of this legislation was pre 

pared by the United Mine Workers of 
America. Though it was a highly controversial measure, and 
was considerably altered in weeks of Congressional debate, it 
adhered closely enough to the basic outline so that passage of 
the bill was the condition upon which a threatened strike of 
mine workers was called off. Patterned upon the organization 
and methods of former codes, to the extent that it is familiarly 
known as the ‘‘ Little NRA,*’ the bill was enacted under the 
cloud of dubious constitutionality, and has been promptly 
challenged. Upon complaint of James W. Carter, stockholde1 
ot the Carter Coal Company, Chief Justice A. A. Wheat of the 
Supreme Court, District of Columbia, signed an order on 
September 2nd, returnable September 16th, requiring the 
Government to show cause why a restraining injunction should 
not be granted against enforcement of the Act. 

The Bill provides for the establishment of twenty-three 
geographical districts, within which minimum prices and trade 
regulations are to be effected, all subject to the approval ot 
a National Commission of five members. .A Consumers’ Coun 
sel, appointed by the President, is charged with representing 
the interests of coal users. A Labor Board of three members, 
also appointive and subject to Senate ratification, and attached 
to the Department of Labor, has authority to adjudicate dis 
putes, to conduet emplovees’* elections, to mediate and arbi 
trate between employer and employee upon mutual request. 

Cost of administration is to be met by a tax of 15% of 
mine price on all tonnage produced, 90% of this assessment 
being returned to those producers accepting and complying 
with the Code, 

The right of collective bargaining is guaranteed to en 
plovees. Minimum wage and maximum hour agreements sub 


scribed to by producers representing two-thirds of the tonnage 


SUPPLY 


COAL 


EEKLY average output declined Consumption has been routine, and Prices were weak 

more than seasonally in August, largely drawn from the stock pile. grades, firm on higher 
recovering slightly in the closing week Inquiry improved at the end of the it became evident that 
hut showing a total for the month less month. Effeet of the Guffey Bill on failed to stimulate sales 


than in 1931, 1933 or 1934. Indus- demand had been well anticipated. 


trial stocks are still heavy. 


COPPER 


RODUCTION was. inereased in 


August but not in proportion to total of 125,000 tons in August, the made at the 8 cent 
sales, so that producers’ stocks showed largest record of any month since the 19th, when 68,879 tons 
a substantial reduction. war. the price advanced to 5! 


Domestie sales of copper reached a 


in any district and representatives of more t 
workers, shall be accepted by all members of t 
ing in the district. Sixty days is allowed for 
to the commission. 

Minimum prices are to be set so as to vir 
to the weighted average of total cost per net to 
price area. Such costs shall include labor and 
taxes, assessments, royalties, depreciation, deplet 
ciation dues. Price allowances for those engage 
also to be set. District Boards are directed to 
setting minimum prices in common consuming 
publie interest demands it, maximum prices may 
not below cost plus a reasonable profit for any 

Cooperative buying is recognized as legitimat 
cooperative marketing through producers’ agree! 
keting agencies is subject to the anti-trust laws, 
mission has authority to approve such agencies. 

Any contract entered into sinee October 2, 
date of the NRA coal code, at less than NRA 
declared invalid. Pending the establishment 
under the Bill, no contract can be made for a yp 
than 30 days. No contract can be made prov 
livery after the expiration of the Act at less tl 
prices, Copies of all orders, contracts, invoices, 
are to be filed confidentially with the Commissior 

Stricken from the Bill in its final form are t 
for mandatory production control and the buying 
of coal land. The Commission is charged, 
prompt investigation of necessity and methods 
control and allotment of output, as well as otli 
improving the state of the industry and its 
ducing the costs of distribution. 

The probable effect of this Act on coal pric 


conceded to be substantially upward. Steel 
captive mines estimate an increase of about 50 
in costs of coal and coke, representing an advai 


dollar a ton in the cost of steel. 


DEMAND MARKET 


vision upward is expe 
new control system, 


60 days. 


The bulk of August 
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SUPPLY 


COTTON 


HE government estimate of the 
1935 erop at 11,489,000 bales re- 
veals an exceptionally high yield per 
acre, largely offsetting acreage cur- 
tailment and indicating a supply for 
1935-1936 a quarter million bales 


greater than last year. 


IRON & STEEL 


TEEL production reached a peak 
of 52% in August, the highest 


rate since February. 


LUMBER 


1S sdeaghate is steadily rising. Stocks 
at mill are down from 51% to 


414 months production. 


NAVAL STORES 


AREHOUSE stocks of both tur- 
pentine and rosin increased sub 
stantially. Stocks held by C. C. C. 
are estimated at 127,700 barrels of 
turpentine and 246,607 barrels of 


rosin. 


PETROLEUM 


—— gealiaapaaiicaeagagd output some 

what curtailed, Pacific Coast up, 
Pennsylvania considering complete sus 
pension. Stocks are heavy and ac 


cumulating. 


4 


RUBBER 


ATIVE production up, factory 
stocks slightly down, dealers 
stocks heavy. Effects of restriction 


program not yet apparent. 


TIN 


HIRD quarter export quotas were 
raised from 50% to 65% of stand- 
ard production, representing about 


2070 tons per month. 


ZINC 


RODUCTION is heavier, sustained 
by a good volume of advance or- 
ders. 
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DEMAND 


Cotton consumption is currently 
some 15% off from the level of a year 
ago. Mill activity advanced toward 
the end of the month and textiles 


renerally are in good demand. 


< 
_ 


Demand was well sustained and 
diversified; automotive and tin plate 


business deelined. 


Demand is better than for 18 
months past. New business is close 
to production; unfilled orders up 20%, 


equivalent to one month’s output. 


More active, particularly among 
small lot distributors. Export trade 
in rosin is improving, up 14% in 


"Of 


volume and 17% in value over 1954. 


] 


Gasoline demand was well sustained 
and was the strongest factor in a 


generally weak market position. 


Consumption is moderately well sus 
tained. A large part of the trading 
consisted of switching September con 


tracts to later months. 


A large tonnage of tin was bought 
at the low point of the mid-month 
price break. Otherwise, demand has 


been apathetic. 


Galvanizers are working at 75% of 


capacity, the best record in several 
years. Buying is steady but not 


urgent. 


MARKET 


Cotton prices sagged during Aug 
ust, but the finished goods market 
was firm and advancing. The gover 
ment loan plan is expected to result 
in a free market with strong resist 
ance below the 10 cent level. 


Price filing was abandoned by tli 
industry as fourth quarter quotations 
were due. Price concessions on quan 


tity purchases were reinstated. 


Market is firm, Southern pine show 
ine net advance for the month. 
Freight rates from Pacifie Coast ar 


down. 


Prices were irregular, showing 
partial recovery from the sharp break 
to 1935 lows which followed wit! 


drawal of governmental support. 


California crude oil prices broke 
sharply on August 29th, the reduction 
amounting to 50 and 60 cents pet 
barrel and weakening the price stru 


ture of the entire industry. 


Rubber prices fluctuated within a 
narrow range, showing a small net 
change for the month. Market gene) 
ally soft. 


Tin prices broke 4 cents, to 4814, 
following announcement of new 
quotas, subsequently regaining about 
one-third of the loss. 


Two advances in August earried the 


price of slab zine up from 4.40 to 
4.60 cents. Ore is up to $28-29. 
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TECHNICAL ADVANCE 
FORESEEN 


HILE the majority of busi- 

ness indicators coneern them- 
selves primarily with volume of 
activity, the Engineering Index 
affords some idea of the direction 
which this activity may take. The 
current index points to especially 
far-reaching developments in the 
fields of television, mining, power 
plant equipment, aviation and auto- 
mobiles. 

‘That engineering activity pre- 
eedes industrial and business activ- 
ity readily ean be understood,”’ 
said Dean Collins P. Bliss of the 
College of Engineering of New 
York University and president of 
the index, in explaining the sig- 
nificance of the items in the new 
volume. 

‘Every depression, no matter 
how long or how deep, follows the 
same general course. In the begin- 
ning there naturally is a falling off 
in activity in all lines; in the midst 
of it there is a drifting period, and 
then as business recovery is about 
to set in, there is keen activity, 
especially in those lines in whieh 
there will be the greatest develop- 
ment, which I believe will be par- 
ticularly true of engineering. 

“So far as our record shows 
there has been greater technical 
interest and activity in television 
than in almost any other depart- 
ment of industry. In the last vear 
there were exactly 81 per cent more 
reports and other writings on the 
subject than in the year preceding. 
been 


‘Naturally, there has 


vreater activity in gold-mining 
development, the increase over the 
year preceding being 35 per cent. 
That this is due not entirely to the 
depression, but indicates also a gen- 
eral industrial re-awakening, may 
be judged from the fact that our 
record shows an inerease of 20 per 
cent for all mining. 

‘A still better indicator of reviv- 
ing industry, however, is the in- 
crease in reported developments in 
power plant equipment—22 per 
cent over the preceding vear. This 





strongly indicates a recovery of 
confidence on the part of manu- 
facturers, and an anticipation of 
demands for capital goods. 

‘‘Inereased activity has been 
shown, too, in transportation devel- 
opments by land and by air, but 
not by water. Aviation and auto- 
mobiles each show an inerease ot 
11 per cent. 

‘*The whole story of American 
industry, of course, cannot be read 
between the lines of the engineer- 
ing index. In addition to the trends 
whieh the Index points out, there 
is the question of obsolescence. 
Obsolescence and depreciation in 
normal amount to about 
$5,000,000,000. None of the re- 


placement has been made for the 


vears 


last three years. Are we merely 
going to replace the old equipment, 
or are new things going to take 


their places 2»? 
* . 
MILWAUKEE EXHIBIT 


HE second annual Industrial 

Products Exhibit sponsored by 
the Milwaukee Association of Pur- 
chasing Agents will be held at the 
Schroeder Hotel in that city, Oc- 
tober 22 and 23, in connection with 
the banquet meeting of the <Asso- 
ciation held on the evening of the 
22nd. 
entire fourth and fifth floors of the 
hotel. Albert Korsan of the Globe 
Steel Tubes Company is general 
chairman of the Exhibits Commit- 
tee, assisted by W. H. Wenzel of 
The Vilter 
pany, O. A. Olson of A. R. Timber- 


The exhibit will oceupy the 


Manufacturing Com- 


man Corporation, E. E. Russell of 
J. I. Case Company, C. E. Stone of 
Interstate Drop Forge Company, 
Sam Wilson of Kearney and 
Trecker Corporation, H. A. Frank 
of Sterling Wheelbarrow Company, 
Theron Child of Allen Bradley 
Company, E. L. Janke of Joseph 
T. Ryerson & Sons, J. F. Bode of 
Briggs & Stratton Corporation, G. 
L. Hartman of The Oilgear Com- 
pany, H. A. Steffen of Wadhams 
Oil Corporation, and James A. 
Friend of Nordberg Manufacturing 
Company. 





































































SUGRIEK WrllN 
DENS sncrease a 


thetr Hf cit NCH 


Their strong, sturdy characteristics permit 
the making of numerous clear, clean carbon 
copies, without the danger of ‘cut through” 
letters. They make attractive and econom- 
ical Thin Letterheads for Branch Office, 


Foreign and Air Mail correspondence. 
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FIDELITY ONION SKIN 
100% RAG 
Made in White Only. Substance 7% ana ® 


Cockle, Smooth and Glazed Finishes. 


EMCO ONION SKIN 
100% RAG 


Made in White and eight Colors Substance 10) 


Cockle and Glazed Finishes 





SUPERIOR MANIFOLD & 
SEND 


Made in White and nine colors Substance 8. FOR 


SAMPLES 


295% RAG 






e and Smooth Finishes 


ESLEECK MANUFACTURING COMPANY q 
TURNERS FALLS, MASSACHUSETTS i 
1 


aw 


~ ee ee ae ae ae Si da 
“ “ » . 





FG 
== 


eee 
——~— 
. 


True Se oe eee 


oe 


en ee ee 
° 


_ 


$e. 


ae 


TR vet Fe 


Ri 
ig 








es 








Page 20 


PRICE LISTS 
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that lists MORE THAN PRICES 


@ The price list is a tool of buy- 
ing rather than of selling. 


@ It is most effective when it is 
compiled from the buyer's angle. 


@ Conciseness is a matter of ju- 
dicious correlation, without omis- 
sion, of essentials. 


UTHORITIES on child development consider it a sign of advancing 

mentality when the child ceases to be satisfied with asking ** What?” 

and demands an answer to ‘‘Why?’’. In dealing with adult considerations, 

we may find two comparable stages of intelligence by applying the same 
vardstick. 

What is a price list?) The answer is fairly obvious to anyone with a 
knowledge of the language. But if we leave the matter there we have done 
little to relieve the disappointment of sellers who don’t find their price list 
permanently tucked under the glass top of the buyver’s desk. 

Why is a price list?) What is the purpose of taking one single factor 
of catalog information—a factor that is relatively meaningless without the 
) 


context—isolating it, repeating it, and distributing it? Is it merely a mat- 


) 


ter of abbreviation, of selection? Wherein does it differ in function from 
the more complete record from which it is abstracted ? 

One answer to this is that the catalog is a tool of the sales department, 
valuable in proportion as it is complete, informative and attractive. The 
price list, though furnished by the supplier, is a tool of the purchasing 
department, and is valuable in proportion to its convenience and usability. 

This doesn’t mean that the buyer’s interest is limited to price informa- 
tion. Perhaps that misconception is responsible for the fact that so man) 
price lists are rarely consulted. It does mean that the mechanies of order- 
ing—after the manufacturer has done his selling job and the purchaser has 
gone through the basic process of selecting type and approved sources—can 
be measurably simplified by the concise and orderly presentation of essential 
data. 

Not all items or products can be ordered from a price list. And among 
those products to which this method of presentation is appropriate, we are 
quite likely to find the majority of lists construeted with very little eon- 
sideration of the manner in which the buyer must use them. Here is one 
phase of trade promotion that offers a real opportunity for improvement, 
both in the direction of better buying and better merchandising. 

An appreciation of the manner in which price lists ean be most effee- 
tively used will indicate certain principles as to what should be omitted and 
also what should be included in the tabulation. An excellent example of 
this is found in a new bulletin issued by Westinghouse, relating to small 
motors. 

According to J. V. Hunt, of the General Purpose Motor and Generator 
Section of that Company, the first step in the compilation of that list was 
an analysis of motor purchases throughout the United States, which dis- 
closed that the greater percentage of such purchases concerned constant 
speed motors within the range of % to 50 h-p., operating at 900 r.p.m. or 
higher. Larger installations are generally of a special nature. Variable 


speed A.C. or adjustable speed D.C. motors frequently involve problems of 
an engineering nature to be taken up with the technieal staff or with the 
manufacturer prior to purchase. From a practical standpoint, therefore, 
the useful limits of a buyers’ list were rather clearly defined. 
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CUT YOUR HANDLING COSTS 
with ACME SUPERSTRIP—in LONG 
COILS and SKID SHIPPED 


@ Acme Superstrip is not only made to meet 
product needs... It not only gives better prod 
with waste and rejections cut to the minimum 









In addition... Acme studies your particular hand 
set-up and ships Superstrip in a manner that fil 
Long coils, for instance, speed production. Skid sh 
ping cuts down unloading and handling time. 





Often, the need for finishing after fabrication can bs 












































s, eliminated by Acme Superstrip, finished to you 
e quirements before shipment. 
Add all the advantages of Acme Superstrip toget 
. and you get the answer why an ever-increas 
le number of companies are using this super strip stee¢ 
‘ Send for the booklet, “Batting ‘Em Out.’ No obligati 
ACME STEEL COMPANY, General Offices: 2843 Archer A 
a Chicago. Branches and Sales Offices in Principal C 
e 
t- 
mh 
is | 
r @ Difficult part made from cold rolled, electro-gal- HOT ROLLED « COLD ROLLED GALVANIZED + STAINLESS | 
vanized Superstrip. No finishing after fabrica- | 
12 tion. This is just one of countless products made 
V. from Acme Superstrip. | 
a- u vias | 
1 : Having limited the field to this extent, the next step 
Y- | Was to coordinate the motor listing with the appropri- 
as ate manual or magnetic starters, control and safety 
" ' switches which go to make up a complete installation 
al ’ but which are frequently listed only in a separate 
. catalog and require a double reference on the part of 
“ the buyer who wants to estimate cost or place an order. 
“s Additional information, beyond the bald quota- 
i tion of a price, which is necessary to the buyer in- 
m cludes a notation of what numbers are regularly 
< stocked for immediate shipment, the shipping weight, 
and an exaet catalog reference for more detailed speci- 
. fications or engineering data. These points cover the Felt by Felters is employed 
id lactors of service, transportation, and technical in- with suCCems and economy 
lormation that are vital to intelligent procurement. in a wide range of InGUsiaiams 
- The whole story is conveniently presented in tabular t is non an ee 
ill ; eg ° 7 : cision measurements in all 
lorm on a single two-page spread. SPECIALTIES shapes and sizes. Available 
Supplementary information on the first page. in- in any desired color, thick 
na cludes photographie illustrations of the various items: ide special a ness or density. We will be 
= a brief deseription of the characteristies of the several glad to aa quotanaaa 
IS- types, with typical applications ; and a euide to special an or Spam ie = 
Y | : ; ative to the adaptability of ~ 
types such as the splash-proof; the totally enclosed felt to new uses. 
ey i motor for use in the presence of abrasive dust: low 3 
ne Starting eurrents, ete. kt 
of i The result is a thoroughly usable purchasing D Son STREET oN e 
he § departme ‘ ET i ae hg ) 1S 4 Fh ae : 
partment tool, and incidentally a good merehandis- Nanufacturers of Volt und Jolt Prodan 
re ing tool as well. For anything that makes a product SALES OFFICES at NEW YORK - PHILADELPHIA» ELEVELAIIIIII 


CHICAGC AN FRAN DALLAS 


$C 


easier to buy, makes it easier to sell. 








Ce wee J. 


Be athe woke a 


Sn ok 








Page 22 THE EXxecuTivE PURCHASER — Seplember 19 


ings of Quality BUSINESS BOOK OF 


. . « Buy diamonds from a Reliable | 


Source. Our Diamonds are known 
throughout the country because of | if EF M O N - 


their Fine Quality and Low Price. 


Selling and buying are complementary 
functions of business, and the older 
science has been greatly modified by 
recent developments in buying practice. 
A treatise on marketing in 1935 should 


take the past two decades into account. 





White and Perfect Dian:onds 
Set in Platinum 








Size List Price Net Coat 

V4 carat % 97.50 $ 47.75 oe f a 
l4 carat 208.00 101.90 chief electrician as a more potent 
ge 387.75 288.00 THE PRINCIPLES OF factor in industrial buying than 
Prices subject to change without notive ; MARKETING. By Henry the purchasing executive ; when one 
ee | a ee ao a F. Holtzclaw. Professor of finds a chart of the various officials 
: Jewelry and Giftware | Marketing, U n iversity ot who ane a “nes in industrial pu 
“RT ITE 99 Kansas. Published by Thomas chases, listing fourteen titles from 
BLUE BOOK Y. Crowell Company, New the Board of Directors and Presi- 
York. 704 pages, 57 eraphs. dent down to the foreman, but with 
Price $3.75. no mention whatever of the pu 
BENNETT BROTHERS oc chaser; when, in a closely printed 

Importers Distrbtors 











l6-page index, one finds — the 
JEWELRY CATALOG . : 
notation ‘‘Purchasing agents. See 


Aygents’’ and is then referred to a 























NE ean not quarrel with an single paragraph in an irrelevant 
author for his ideas on se chapter, where purchasing agents 
lection and emphasis of his ma are bracketed with resident buyers 

75 BROADWAY NEW YORK 417 Fim avEHUE | terial, since these are matters of as ‘‘independent middlemen’’ 
individual interest and opinion. then the work must be liberal) 
There is cause for complaint, how- discounted, for it indieates little 
@ Listing thousands of items suitable} ever, if the product of his mind comprehension of the manner in 
for Gifts — Prizes— and for Sales} and pen claims to be something ~~ which industrial goods are boue!:t 
Promotion Programs. other or more than it is in faet. and sold. The most generous ap- 
A copy of our 1936 Catalog will be| All of which is by way of saying praisal would be to paraphrase the 
sent to your Purchasing Department; that Dr. Holtzclaw has little justi- contession of the humble traveller 
upon request. Write today for this! fication for using the definite, all- who said, ‘‘I been around a lot, but 
Beautiful Bound Edition of over | inelusive article in the title of his I guess I didn’t get to meet thie 

350 Pages. | book, in view of the thoroughly right people.’’ 

@ This Catalog is not sent to individuals. | inadequate treatment (both in It is particularly disappointing 
| space and in factual data) aeeorded to find this negligence in view ot 
BENNETT BROTHERS, Inc.| to the marketing of industrial the very complete studies of indus 
wnoesace veweiers | BJ osamono IMPORTERS | goods. . | ; trial marketing which have been 
NEW YORK, N.Y. When one finds, in a (00 page made in recent years, and further 
| book, the ‘‘Characteristics of the because an earlier volume in this 

Mail Orders to 417 Fifth Avenue | , gg kg ¥ Bil a atals ers 
| Industrial Market’’ covered in fou same business series — Franeis -A. 
ae a | pages abstracted in part, and at Westbrook’s ‘‘Industrial Manage 
417 Fifth Avenue 175 Broadway at| Second hand, from the promotional ment in this Machine Age’’ — de 
at 38th St. Cortlandt St. | literature of a publisher of engi- voted a complete chapter to a typ! 
| neering literature, which rates the eally good modern purchasing sys 
















tem, Ralph Howland’s department 
at the Kendall Company, in Wal- 
pole, Massachusetts. 


The misleading nature of Dr. 
Holtzelaw’s presentation becomes 
more apparent if we transpose the 
section above referred to with that 
immediately following, which clas- 
sifies industrial goods as (1) instal- 
lations, including boilers, machine 
tools, ete., (2) aecessory equipment, 
including lockers, belts, tools, filine 
eases and eash registers, (3) oper- 
ating supplies, ineluding  station- 
ery, pencils, typewriter ribbons, 
babbitt metal, lubricants and fuels, 
(4) fabricating parts, including 
automobile batteries and speedom- 
eters, (5) primary materials, in- 
eluding metals, lumber, plate glass, 
leather, cotton, paint and laequer. 


The inference of the preceding 
generalization would naturally lead 
to the assumption that basically 
the buying process follows a similar 
pattern in each class. To be en- 
tirely fair, the former citation does 
mention casuaily that this refers to 
“the buying of industrial equip- 
ment’’ (i.e. Class 1, in which the 
statement may be accurate) ; sub- 
sequent paragraphs coneede that in 
Class 4, after designing and oper- 
ating officials establish control spee- 
ifications ‘‘purehasing agents con- 
trol the actual buying except that 
approval of general executives may 
be required when long-term con- 
tracts are used,’’ and in Class 5 
“general executives usually keep a 
controlling hand on such purchases, 
although the opinions of the pur- 
chasing agent are given much 
weight.’’ 


But even if the first amazing 
generalization were put where it 
belongs, in the detailed considera- 
tion of Class 1 items, the section 
would still be far from an accurate 
picture of industrial buying. It 
might have been true twenty years 

0, but today we have the testi- 
mony of an impartial governmental 
Study that ‘‘The materials organi- 
zations in industrial establishments, 
as a matter of fact, underwent a 
mild revolution in recent years, as 


attested by the increased number of 
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.....tO Connect the 





modern business.... 


Business of today has grown so complex that 1 
man could ever hope to coordinate all the 
necessary to the successful operation of a single u 
But there is a device which supplies the conne 
link between the various functions of business 
records. The ultimate efficiency of any system of r« 
depends, to a large extent, upon the paper selected { 
this purpose. When you select ADIRONDACK 
you get a paper which is admirably adapted 
general business uses... twelve distinctive color 
white, in a full range of sizes and weights ...a s 
that takes typing, writing and printing to perte 
and a price which meets today’s demand for econ 


INTERNATIONAL PAPER “ee MP 
220 East 42nd Street, New York, 

Branch Sales Offices: ATLANTA * BOSTON « CHIé 

CLEVELAND e PHILADELPHIA e PITTSBUR 


ADIRONDACK 
BOND 
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- 24 = of you 


industrial chemicals 


— convenient stocks of |.) 
_ ¥ 


maintained 


at our numerous branches "re 


there’s one near you a oes for prompt se rvice 


SOME OF THE GRASSELLI PRODUCTS 


Acetate of Lead 

Acetic Acid Commercial 

Acetic Acid Glacial 

Acetic Acid Pure 

Acetic Acid Redistilled 

Alum—Ammonia U.S.P. 

Alum—Filter 

Alum—Paper Makers 

Alum— Pear! 

Alum—Potash U.S.P. 

Aluminum Sulphate 
Commercial and Iron Free 

Aluminum Chloride Crystals 

Aluminum Chloride Solution 

Ammonium ee 

Ammonium Nitrate C. P. 

Ammonium Sulphg os 99.9 ¢ 

Aqua Ammonia 

Aqua Fortis 

Arsenic Acid 

Barium Carbonate 

Barium Chloride 


Barium Sulphate—Blanc Fixe 


Battery Acid 
Battery Coppers 
Battery Zine 
Bi-Sulphate of Soda 
Bi-Sulphite of Soda Solution 
. P. Ammonium Hydroxide 
. P. Glacial Acetic Acid 
P. Hydrochloric Acid 
P. Nitric Acid 


*. P. Sulphuric Acid 





Send for booklet 


(;RASSELLI (JRADE 
CoAs ‘andard held high for U6 ) years 








Cadalyte 

Cadalyte-Bright Dip 
Cadmium 

Cadmium Anodes 

Cadmium Hydrate 

Cadmium Plating Equipment 
Cadmium Sulphide 


~ 


*hromic Acid 

Delimer K 

Duclean—lIron drum cleaner 
FixtanA & B 

Formic Acid 

G. B. S. Soda 

Glauber’s Salt 

Glauber’s Salt Anhydrous 
Hypo-Sulphite of Soda Crystals 
Hypo-Sulphite of Sqda Granulated 
Hypo-Sulphite of Soda Pea Crys. 
Indium— metal or oxide 
Inhibitor No. 3—Non-Foaming 
Inhibitor No. 8—F oaming 
Insecticides and Fungicides 
Intermediate Zinc 

Lactic Acid 

Mixed Acid 

Mossy Zinc 

Muriate of Tin Crystals 
Muriate of Tin Solution 
Muriatic Acid 

Nitric Acid Commercial 

Nitric Acid Engraver’s Grades 
Nitric Acid Fuming 

Nogas 

Oleum 

Phosphate of Soda 

Phosphate of Soda—Anhydrous 
Phosphate of Soda— Mono 
Potassium Silicate Glass 


Potassium Silicate Solution 
Sal Ammoniac 

Salt Cake 

Sherardizing Zine 

Silicate of Soda Granulated 
Silicate of Soda G.4.5 
Silicate of Soda Lump 
Silicate of Soda Meta 
Silicate of Soda Pulverized 
Silicate of Soda ““R-B” 
Silicate of Soda Solid Glass 
Silicate of Soda Solution 
Snowflake Soldering Salts 
Sodium Silico Fluoride 
Soldering Flux Crystals 
Soldering Flux Solution 
Slab Zine 

Strontium Nitrate 
Sulphate of Soda Anhydrous 
Sulphate of Soda Technical 
Sulphate of Zine 

Sulphide of Soda Concentrated 
Sulphide of Soda Crystals 
Sulphide of Soda Flake 
Sulphide of Soda Fused Solid 
Sulphite of Soda Crystal 
Sulphuric Acid 

Super Sulphate of Soda 
Thallium Sulphate 

Titanyl Sulphate 

Tin Crystals 

Tinning Flux 

Tri-Sodium Phosphate 
Zine Anodes 

Zine Chloride Fused 

Zine Chloride Granulated 
Zine Chloride Solution 
Zine Dust-Non-Gassing 


Whatever your requirements, just write, wire or phone our nearest office 


THE GRASSELLI CHEMICAL CO., Inc. 
CLEVELAND, OHIO 


New York and Export Office: 350 Fifth Avenue 


BRANCHES AND WAREHOUSES: 


Albany » Birmingham » Boston » Charlotte » Chicago +» Cincinnat 
Detroit » Milwaukee » New Haven ew Orleans » Philadelphia 
Pittsburgh » St. Louis » St. Paul 
San Francisco, 584 Mission Street . Los Angeles, 2260 East 15th Street 


Represented in-Canada by CANADIAN INDUSTRIES, LTD., 


General Chemicals Division—Montreal and Toronto 
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concerns in which were to be found 
specialized purchasing of- 
ficials.”’ 

And Professor Lewis of Harvard, 
who has made a more intensive 
study of industrial buying practice 
than most marketing authoritie: 
very sensibly comes to the con 
f business 


elusion: ‘‘As a matter o 


practice, it is hardly — sufficient 
simply to make a market analysis 
of the 
Sales cannot be made until the 


channels ot distribution 


vendor has determined who the in 
dividuals are that control purchas 
ing in the customer firm. 

Whereas it is true that the purehas 
ing officer plays a more important 
part with some types of industrial 
goods than with others, it is also 
true that this individual plays an 
increasingly significant part in all 
purchases in progressive firms and 
is not infrequently equal, both im 
rank and authority, to other major 


executives. ’’ 


This volume is designed for use 
as a textbook in the basie market 
ing courses in schools of business 
administration. It is to be hoped 
that the students acquiring this 
vocational training devote them 
selves for the most part to the mar 
Kor the 


neophyte who essays to sell the in- 


keting of consumer @oods. 


dustrial market on the principles 
here set forth will have a painful 
and discouraging apprenticeship 
unlearning his ¢lassroom lessons 


and bringing his ideas up to date. 


* * 


‘“Short Cuts to Power Transmission ’’ 
is the title of a pocket-size handbook, now 
in its fifteenth edition, issued by the 
Flexible Steel Lacing Company, 4607 
Lexington St., 


pages of practical information on the 


Chicago. It contains 72 
selection, use, application and care of 
belting, group vs. unit drives, cost com- 


parisons, ete. 


The Lagonda Manufacturing Company, 
Springfield, Ohio, has released a new 
Catalog X-16 covering tube cleaners for 
the removal of scale and deposit in boiler 
tubes, condenser tubes, refinery equip- 


ment and other piping. 
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“FO ONTINUED 


work 


shortening of 
hours shackles labor 
to a perpetual handicap in his ef- 
fort to increase real income. Ever 
increasing costs and prices, with no 
compensating inerease in the op- 
portunity to earn more, must be 
stopped.’ 
—Robert West, President, 
Riverside Cotton Mills. 


“AS business conditions return 
to normal there will be no 
economie need to shorten the work- 
ing week because of technological 
changes in the methods of produc- 
tion. A moderate rate of growth 


of white-collar occupations will 
take up the slack caused by the 
proportionate decline in’ manual 
operations. ”’ 
—Dr. Bradford F. Kimball 
Research Division 


N. Y. State Edueation Department 


“ 
HE 


dence rests upon individual in- 


basis of business econfi- 


itiative and sound market econdi- 


tions. No defeat of the socialistic 

policies of the New Deal is going 
to hurt business long.”’ 

—Dr. Lewis H. Haney 

Protessor of Economies 

New York University 

“IT should be the poliey of the 

State to withdraw from emer- 


geney regulation and control as 
soon as emergencies have passed, 
and to foster and stimulate volun- 
tary action on the part of farmers, 
dealers and 


these problems for themselves with- 


consumers to solve 
out State intervention.’’ 
—Hon. Herbert H. Lehman 
Governor of New York 
“1 DO not believe that the com- 
plex eeonomie life of the United 
States ean ever be run effectively 
from Washington. I doubt the wis- 
dom of having political persons 
dictate in detail the risks and the 


September 1935 


“QUOTATION MARKS” 


routines of American business and 
industry. And this doubt survives 
even the gross mismanagement so 
the leaders of business, 
industry and finance brought to the 
nation’s enterprise before 1929.’’ 
—Dr. Glenn Frank, President, 
University of Wisconsin. 


many of 


di Y ’ ° 
N the absence of any national 


policy for the protection of this | 


natural resource [petroleum], eco- | 


nomic law forced even publie spir- | 


ited members of 


follow practices which they them- 


the industry to 


selves realized were unwise and un- 


sound. The industry has taken the 


initiative repeatedly in the endea- | 


vor to solve its problems and cor- | 


rect its ills. In this work it has 


sometimes been aided and 


some- | 


times hampered by the federal gov- | 


ernment.’”’ 
—Wirt Franklin, President, 
Independent Petroleum 
Association of America. 


= YNAL business in the au- | 


tomotive industry is an eco- | 


, a | 
nomie problem whieh will unques- | 


tionably remain with us. It is 


practically impossible to change the 


habits of the buying publie.’’ 
—Alvan McCauley, President, 


Packard Motor Car Co. | 


“INDUSTRIAL ownership should 

be essentially trusteeship. 
supporting private 
Pri- 


derlying and 
wealth is the common-wealth. 


Un- | 


vate wealth should consist of accu. | 


mulated compensation for services ; 
standards of compensation being 


those most conducive to a whole- 


some society. Gross violations of 
such standards may be checked by 
law but finer discriminations which 
mark an ‘economie gentleman’ must 
be enforced by economie manners 
and morals.’’ 
Arthur E. Morgan 

President, Antioch College 

Chairman, T.V.A. 





WATERMARK ED 


“The Nation’s Business Paper 
* 


Compare it! Tear it! Test a! 
AND YOU WILL SPECIFY IF 





LETTERHEADS 
FINANCIAL e OFFICE 
FACTORY FORMS 


Available in whiter-than -snow 
and 14 other practical colors « 
six finishes, plain, ripple, crash, 
wove, laid, and hand made « in 
all standard sizes .and weights. 
13 |b. for air mail « envelopes 


ine) match. “ « « « 





OTHER HOWARD PRODUCTS INCLUDE 
HOWARD LEDGER 
HOWARD POSTING LEDGER 
HOWARD MIMEOGRAPH 
HOWARD WRITING 





Sirs FOR THE 
NEW HOWARD PORTFOLIO 


THE HOWARD PAPER CO. 
URBANA, OHIO 


THERE IS A 
HOWARD DISTRIBUTOR 
NEAR YOU 
° 
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Kimpak 


CREPE WADDING 


@ To protect Kensington Service Plates during 
shipment, and to provide a convenient cover 
for home storage, the manufacturers wisely 
chose KIMPAK . . . made up into individual 
pockets by the Cottonluxe Mfg. Co., New 
York City. 

KIMPAK is soft, without dirt or foreign par- 


protects 


K ENS | NGTON 


INCORPORATED 


against shipping damage 


ticles to scratch or mar, It is resilient, tough 
and able to stand hard use. Easily applied | 
without waste, KIMPAK is most economical. | 
There are sizes and forms of KIMPAK to | 
protect every type of shipment. Address near- | 


est sales office on your letterhead for FREE 
portfolio of samples. 


KIMBERLY-CLARK CORPORATION, Neenah, Wis. 


8 S. Michigan Avenue, Chicago 


122 E. 42nd Street, New York City 


510 W. 6th Street, Los Angeles 














THE SEAL of CONFIDENCE 


@ Membership in the Controlled 
Circulation Audit, Inc., whose 
symbol appears on the title page 
of this publication, is a guarantee 
of good faith. 


@ We believe that buyers of ad- 
vertising are good purchasing 
executives. We do not ask them 
to accept unverified claims of cir- 
culation and coverage. Our state- 
ments are supported by an expert 
independent audit as to the quan- 
tity and quality of our reader 
field. 
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CLEVELAND, OHIO 
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BERGER PROMOTED 
ARRY E. BERGER has been 


named General Purchasing 
Agent of the York (Penna.) Ice 
Machinery Corporation, sueceeding 
Mr. Ber- 
ver started with the York company 


the late Earle Gardner. 


in 1903 as a stenographer, and from 
1906 until 1918 served in the sales 
department. Sinee 1918 he has 


been assistant purchasing agent. 
* * 


WILL BUY ABROAD 


R. OTTO F. GRAENICHER, 
formerly chemist and purchas- 
ing agent for the Lyons Piece Dye 
Works, Paterson, N. J., and for sev- 
eral years an active member of the 
New York Purehasing Agents Asso- 
ciation, has been ealled to Switzer- 
land to take over the post of pur- 
chasing agent for the various mu- 
nicipal departments and schools of 
the City of Zurich. 


* * 


DISTRIBUTION OF 
STEEL INDUSTRY 


In more than 250 communities, 
scattered from Maine to California, 
and from Minnesota to Texas, some 
phase of the steel industry is an 
important economic factor. <Ae- 
cording to a statement by the 
American Iron and Steel Institute, 
steel products covered by the steel 
eode are manufactured in 433 dif- 
ferent plants, strategically located 
with respect to raw materials or 
markets. The aggregate popula- 
tion of these communities totaled 
22,000,000 at the 1930 census. Em- 
ployes and their families consti- 
tute approximately 10 per cent of 
the total population of the districts. 


* * 


‘*To keep production moving — keep 
air moving’’ is the theme of an interest- 
ing pictorial folder showing fan installa- 
tions in spray booth, soldering furnace, 
drafting room, bakery, foundry, machine 
room, lathe room, winding room, welding 
department, laboratory, and other typical 
industrial situations. The folder is is- 
sued by Propellair, Inc., Springfield, Ohio. 
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WHO BUYS 
THE ENVELOPES ? 


Continued from page 16 

ninety days later, the net price 
being substantially better than it 
would have been for two orders of 
50,000 each. 


PURCHASE & STOCK RECORDS 


The average form of purchase 
and stock record, whether in eard 
index, loose leaf, or visible index 
form, is sufficiently general and in- 
elusive to be applicable to practi- 
eally any item in the buyer’s list. 
It records the placing of the order, 
the date and quantity received, 
withdrawals from stores, and quan- 
tity left on hand. Some systems 
include a provision for regularly 
scheduled follow-up prior to deliv- 
ery. There is considerable varia- 
tion in detail and in the physical 
arrangement or lay-out of the in- 
formation, presumably correlated 
with other doeuments or steps in 
the purchase and accounting rou- 
tine of the company. 

The important point is that envel- 
ope purchases can be, and are in 
the majority of cases, handled and 
recorded exactly like the purchase 
of any other commodity or item. 
replies, 


Among the fifty-seven 


there were only two deviations 
from this general principle. One 
company does maintain a separate 
system in dealing with envelope 
purchases. Another company fol- 
lows the plan that all orders for 
printed stationery and forms (in- 
cluding envelopes) are recorded on 
a form that is printed on one side 
of a heavy manilla open-end envel- 
ope, 84% x 11, which ean be kept 
for reference in a standard size 
letter file, but which offers the ad- 
ditional advantage of permitting ¢ 
sample from each lot to be inserted, 
so that an actual specimen of cur- 
rent quality and printing copy is 
immediately whenever 
that item is under consideration. 
In 40% of the cases, the record 
form used for all purchases is one 
of the standard stock forms obtain- 


available 


able from manufacturers of record 
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In the other 60%, the 


specially 


systems. 
form is designed and 
printed for the company. An ex- 
amination of severaispecimens 
from this group indieates that they 
follow the general lay-out of the 
stock forms, and there seems to be 
little significance in the fact that 
they are specially set and printed 
for each individual case. The same 


situation prevails in respect to 
many office and factory forms for 


standard records and operations. 
SUMMARY 


In summary, then, it appears 
that in the typical company, the 
purehasing agent seleets and buys 
the envelopes for correspondence 
and all 


standard purposes; that 


sales and advertising executives 
draw up the specifications for spe- 
cial mailing envelopes; that the 
manufacturer or his representative 
is the favored source of supply, but 
that the buyer is aware of other 
sourees which may offer a partieu- 
lar advantage in some given ease; 
that periodic orders as require- 
ments may develop are considered 
more advantageous than the eon- 
tract plan; and that no special 
stock accounting system is neces- 
sary for this item of supply as 
contrasted with any other item or 
group. 


* * 


SEDGEWICK 
BECOMES DIRECTOR 
OBERT M. SEDGEWICK, 


purchasing agent of the Stand- 
ard Chemical Company, Toronto, 
several 


and for the past vears 


seeretary-treasurer of that ¢om- 
pany, was elected to the Board of 
annual 


Directors at the reeent 


meeting. ‘‘Bob’’ is widely known 
among the purchasing profession as 
a pioneer and leader in association 
activity. Past president of the 
Toronto group and the Canadian 
Council, he was elected to the presi- 
deney of the National Association 
of Purchasing Agents at Milwaukee 
in 1925, being the first buyer from 
outside the United States to head 
that organization. 


INSTEAD 






tie tiem 
BLT /4 


Z \ Y, 





THE ENVELOPE SPECIFIE} 
a handsome, black pressboard { 
wire bound and full of inforn 
— will be a boon to every pu: 
agent. It contains, within 
space, all the specifications 
for buying envelopes Sa 
styles, sizes, stocks no detail 
sing. Every piece is tightly 
in with wire. It’s the handiest 
ence devised. And it will cut 


your buying time about 500 


Mail the coupon below { 
copy of the Envelope Specifier. | 


the right size to fit your fili 
inet.) 


U.S.E. GUARANTEED 
velopes 


<i eee ee ee ee ee 


UNITED STATES ENVELOPE CO. 
SPRINGFIELD, MASS. 


Centlemen: Please deliver meé 


copy of the Envelope Specifier. 
Name 

Street 

City and State 


My paper or envelope jobber is 
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THE BRISTOL BRASS CORP., BRISTOL, CONN. 





HIS unfinished coffee urn lid was drawn 
to 514”’ in one draw from a 20-gauge 18% 


Bc MIT usin coo, 


Cetra 
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E year that Jenny Lind, “The Swedish 

Nightingale,” landed in New York and 
began her triumphant tour of the U. S 
under the able management of P. T. Bar 
num, this company started operations in 
the quiet New England town of Bristol, 
Connecticut. 
In those days our annealing muffles were 
fired with native wood, instead of coal, 
or more recently, electricity. 
But in 85 years of concentrating all our 
efforts toward the making of better brass 
we have certainly learned a lot about this 
one product. 
The benefit of our experience is yours for 
the asking. 
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Nickel Silver, in drawing or spinning, flows 
smoothly without strain. Emerging without 





soft Seymour Nickel Silver circle 21’ in” 


dia.; the work done ona 2!4 Bliss Draw Press. 
Absence of annealing (which softens a shell 
all over) preserved the strength where it was 
needed, at the top. Highly ductile, Seymour 


splits and open pores, it usually avoids the 
grinding. Important also if article is to be 
plated is the silvery color of Seymour Nickel 
Silver; when exposed by wear it matches the 
surrounding plate. Test samples on request. 


SEYMOUR NICKEL SILVER 


The Seymour Mfg. Co. - 


55 Franklin St. - Seymour, Conn. 


SPECIALISTS IN NICKEL SILVER & PHOSPHOR BRONZE 


Seple mber 195 


TODAY'S 
BUYING POLICIES 


Continued from pad 13 


the last six vears have taught th 
P. A.. it should be diserimination. 
General business may be upward, 
the price averages may be rising 
but this is only a composite pic 
ture.’ 

** Market studies must reveal the 
position, demand - supply ratio, 
stocks and price trend of the m: 
terials to be purchased on the basis 
of the forecasted volume of busi 
ness. Current market buying mov: 
ments of the various materials must 
be analyzed to determine if such 
buying is for inventory investments 
or for current and nearby con 
sumption needs. This phase of 
market study is important, as in 
vestment buying will dry up and 
cause a price recession, while buy- 
ing for current and nearby con 
sumption needs stimulates a price 


rise with subsequent firmness. ”’ 


CONTRACTS 

A poliey factor of prime impo 
tance has to do with eontracting, 
which has generally been accepted 
In past business practice as the sign 
and assurance of stability. Two 
new elements have been injected 
into this pieture, somewhat alte) 
ing the coneeption. One of these 
is the imperative need for flexibi 
itv under present conditions; the 
other a seeming distrust of con- 
tract arrangements growing out of 
unfortunate experience under code 
regulations. 

‘*Avoid entangling alliances in 
contractural obligations. The con 
tingencies-beyond-control phase 0! 
contracts should be given most 
eareful consideration,’’® says one 
buyer. 

Again: ‘*The road ahead is not 
entirely clear and it is quite pos- 
sible to run into an open switch. 
[I am of the opinion the general 
feeling of optimism is justified for 
the next few months, but the sate 
course is to proceed with eaution 
and be on the lookout for danger 


signals as we go along.”’ 
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A third buyer comments: ‘*We 
knew that the statistical position 
of certain commodities is such as 
would point to higher prices, but 
ean see nothing in the general situ- 
ation that would cause us to rush in 
and cover for long periods in ad- 
vanee. Of course, if you can obtain 
adequate protection against price 
advance and decline, and quantities 
are flexible, there is no objection 
to eovering as far ahead as the 
importance to you of the particular 
material warrants. However, we 
believe that now is a good time to 
review the first principles of pur- 
chasing; to serutinize each pur- 
chase carefully for quality, service, 
and price; obtain adequate mar- 
kets; and not be rushed into long 
time contracts simply on some such 


bug-a-boo as ‘inflation’.’’ 


The actual buying policy of one 
manufacturing company is ex- 
pressed as follows: ‘‘I feel at the 
present time, that we are in a good 
buying period and that it is ad- 
visable to contract for one’s needs 
on those items where sales are made 
direetly to distributors and dealers 
and list prices definitely estab- 
lished, for a period up to April or 
May 1st, 1936. Of course, there 
are exceptions to this rule, particu- 
larly on raw or semi-finished mate- 
rials. Most of these we are still 
buying from hand to mouth, al- 
though are ready to step in and 
buy somewhat heavier if business 
continues to improve and the mar- 
ket position of such commodities 
improves. Where we feel the time 
is opportune, we are endeavoring 
to protect ourselves with a contract 
covering ourselves for the periods 
above referred to.’’ 

Stressing the need for flexibility, 
another buyer writes: ‘‘ Whether 
the present up-turn in business 
proves to be another false start, 
or continues and widens during thie 
fall months into a genuine recov- 
ery, purehasing executives must 
maintain the closest control and 
flexibility in their buying policies 
and commitments. ”’ 

With regard to contract buying 
over the past two vears, the voice 
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of experience is heard in these two 
typical comments: 

“When NRA _ became a _ real 
threat, many buyers rushed to sup- 
pliers of materials who never wrote 
a long term contract before in their 
lives, and forced them to give them 
extended coverage. Some of those 
contracts today look silly.’’ 

‘*Under the defunct NRA a great 
many contract agreements became 
practically non-effective, or at large 
it did not make very much differ- 
ence whether the buyer had a econ- 
tract or not. If the tendeney in- 
creases to get away from the NRA 
influence, the value of contract pro- 
tection will inerease.’’ 


MODERNIZATION 

A major development affecting 
purchasing and costs today is the 
intensive program of plant modern- 
ization that is gathering momentum 
in many industries. Some of this 
rehabilitation is long overdue, rep- 
resenting a deferred item of main- 
tenance in the normal program of 
business. Mueh of it, however, is 
looking toward the future, and has 
a definite bearing on sources of 
supply, manufacturing processes 
and costs, that the buyer will have 
to eonsider for vears to come. 

Concerning this phase of indus- 
irial activity, the buyer has a defi- 
nite interest both with respect to 
the position of his own eompany 
and that of his suppliers. 

Says one executive: ‘‘It is my 
opinion that the hiatus of the past 
six vears has created replacement 
potentialities of sueh magnitude as 
to constitute a definite trend to- 
ward a machinery buying renais- 
sance. The purchasing department 
has a vital concern in this, par- 
ticularly in the selection of im- 
proved models and designs. ”’ 

Pursuing the subject to its 
broader implications, another re- 
marks: ‘*The force of new inven- 
tion places similar emphasis upon 
purehasing problems. We are wit- 
nessing an era of unprecedented 
chemical discoveries and develop- 
ments. New materials are being 
discovered in the laboratory and 











ALL 


not some 
of Your Requirements 


Qe lw 





ARE YOU one of many 
purchasing agents who are 
taking it for granted that 
you are getting as much as 
you can in value and per- 
formance from the type- 
writer ribbons and carbon 
papers you purchase for 


ORDINARY uses ? 





ARE YOU one of many 
who are buying standard 
types of ribbons and car- 
bons for SPECIAL require- 
ments, when special types, 
IF YOU COULD OBTAIN 
THEM, might give you jar 
more for the money ? 





In either instance, chec! 
CoLuMBIA, at no cost nor obliga 
tion. CoLumBtia is one of the fev 
ribbon and carbon manufacturers 
who carry or can properly and « 
nomically manufacture ribbon 
and carbons in sheets or in roll 
for special as well as for re 1] 
requirements. 

€ 


SEND US A SAMPLI 


of any type ribbon or carbon 


> 


from which you would 


° ° [i 
ike an improved ora ¥ 4 
, ef-s 


more economical wae 


SAS —~~S 


performance. 


COLUMBIA 


RIBBON & CARBON 
MANUFACTURING CO., 
INC. 

MAIN OFFICE AND FACTORY 
GLEN COVE, L. I., N. Y. 
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economical means for producing 
them are being perfected. Cheaper 
means are being found for pro- 
ducing existing materials and new, 
better, and cheaper designs are be- 
ing developed for old products. 
Confidence in continued recovery 
will certainly bring many of these 
new inventions into prominence, 
and purchasing organizations must 
be ready and able to evaluate and 
adopt such of these developments 
as are advantageous for their par- 
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ticular requirements. No less im 
portant, under present and pros 
pective conditions, is the oppor 
tunity of the purehasing depart- 
ment, through its external contacts, 
to secure and relay to management 


and to the other departments ot 


the business valuable information 
on economie changes, new inven 
tions, and trade practices. ”’ 

From the standpoint of future 
markets, the following comment 


offers some excellent food for 





STONE 








ACID PICKLING 





Finished inside of tank before installing coping, but with inner slabs in place. 
(Note simple construction with minimum number of joints.) 


— SILICA SANDSTONE PICKLING TANKS 

offer definite advantages in ease of installation, in low 
cost of replacements and repairs, in noteworthy durability in 
service. Their price compares favorably with prices of other 


materials — particularly when length of service is considered. 


Let us send you a copy of our Bulletin No. 19. 


TANKS 





he CLEVELAND QUARRIES c. 


BUILDERS EXCHANGE BUILDING ---------- CLEVELAND OHIO 
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thought: ‘It is highly important 
to correctly gauge the intent and 
significance of plant and equipment 
modernization in the various indus 
tries. If a major portion of an 
industry should invest large sums 
of money for such a purpose, 

would indieate inereased output 
capacity at lower processing Costs 
but with greater profits at eventu 
If only 


a minor portion of an industry 


ally lower selling prices. 


makes such an investment, selling 
prices may be safely assumed to be 
based on the more expensive proce 
essing’ costs and likely to climb 


rapidly, as activity imereases.’’ 


PREPAREDNESS 

In conelusion, buyers reeogniz 
that today, as always, eternal 
watehfulness is the price of suecess. 

One competent buyer asks: ‘* Has 
the purchasing executive during 
the past three or four vears main 
tained his charts and sourees of 
information? Does he have his 
working tools in good order? Ii 
so, he has nothing to fear now more 
than any other time. Undoubted|s 
he has taken the opportunities pre 
sented over the past two or three 
vears to inspect physical equip 
ment of his principal suppliers and 
is fully conversant with their ea 
pacities and knows if their plants 
need modernization or not.”’ 

“Time spent in the field away 
from desk detail pays good divi 
dends these davs. Vigilance is the 
buver’s watchword under present 
conditions, and management should 
see that their purchasing depart 
ment is organized to meet this situ 
ation,’” is the attitude of another. 

The whole situation is well sum 
marized in the following para 
graph: 

‘It is necessary for the buyer 
at all times to study markets, past. 
present and future. From the past 
he may learn something whieh wil! 
help him now, the present eondi- 
tion is the one through which he 
is always traveling, and the future 
condition is the one that he should 
be able to anticipate, to the best 
of his ability.”’ 
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In | gy (i , By THOUSANDS AT THE MACHINE JOOL SHOW 
(pS (UVATHE STERLING WHITE TOOL ROOM WHEELS 


rT / These white toolroom wheels were familiar to thousands 








show visitors. Many stopped to tell how well pleased they are with J 
their performance under the exacting and varied requirements of i 
toolrooms. We thank our many friends for their confidence in a 
product continually improved for the use of machine tool builders. 
Use Sterling Wheels and Sterling Service. 





1'¢ 








THE STERLING GRINDING WHEEL” COMPAN 


Abrasive Division of The Cleveland Quarries Co 
Factory and Office: TIFFIN, OHIO +=CHICAGO: 133 N. Wacker Drive = DETROIT: 101-107 W. Warren 
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PROTECT YOUR WORKMEN, 





2) CORRECT WEIGHT 
3) UNIFORM PACKING 
4) FAIR DEALING 


ON’T run the risk of infections which may 

follow the use of improperly sterilized wip- 

ing cloths. Insist that this seal is on every bale 

you buy and accept it as your guarantee of sterili- 

zation, of correct weight, of uniform packing 
and of fair dealing. 


For members of The Sanitary Institute 
of America have pledged themselves to 
maintain definite standards in the sale 
of their products — standards that are iN 
of definite interest to you as a buyer. 





Not only is complete sterilization of every cloth 
assured in every bale bearing this label. To 
the same degree it is equal assurance that fixed 
standards covering size, texture and color are 
followed in each bale. 


You'll find real satisfaction when you 
buy wiping cloths from an Institute 
Member. You'll be sure of real safe- 
ty. You'll get real service. Send 
your order today. 





This Advertisement Sponsored by the following 


Members of The Sanitary 


Institute of America 





BROOKLYN . . . Delia Waste Products Corporation, 
1557-1561 Dean St., President 3-7300 
CHICAGO .... American Sanitary Rag Company, 
1001 W. North Ave., Mohawk 1530 
- Baylis Sanitary Supply Company, 
341 W. Superior St., Superior 5809 
CHICAGO ... . Central Mills Company, 
4340-50 S. Justine St., Yards 3604 
CHICAGO .... Chicago Sanitary Rag Company, 
2137 S. Loomis Street, Canal 3040 
CHICAGO .... Cook & Riley, Incorporated, 
411 S. Sangamon St., Monroe 4820 


CHICAGO ... 


CINCINNATI . The Cincinnati Sanitary Rag Company, 
1167 Harrison Ave., Cherry 1030 
CLEVELAND . Manufacturers Supply Company, 


3528 E. 76th Street, Michigan 7200 


DULUTH..... Northwestern Wiping Cloth Company, 
438 Lake Ave., South, Melrose 916 


. Northwestern Supply Company, 
210 Fifteenth Ave.,North, Hyland 7361 


PHILADELPHIA Leipheimer, Incorporated, 
210 S. Front Street, Lombard 0799 


PITTSBURGH. . Scheinman-Neaman Company, 
1024-30 Vickroy Street, Grant 1641 


PLAINVILLE, CONN. . . R.A. Mont & Co., Plainville 499 


MINNEAPOLIS 
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TRANSPORTATION ECONOMIES 
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Continued from page 8 


interchange service, which is now 10/9”. The maxi- 
mum overall width of highway vehicles has been es- 
tablished at 8’0” in all but two of the forty-eight 
states. Similarly there are overall height limitations 
for highway vehicles and structures, the minimum 
overhead clearance on most highways not exceeding 
ZV". 

With most highway truck platforms nearly 4/6” 
above the road surface, the overall height of an outer 
container should not exceed 8’0” for general service. 
Doors and openings in plant buildings and ware- 
houses may impose even smaller overall dimensions 
for containers. Less definite limitations are imposed 
by existing standard lengths and load limits of rail- 
road freight cars and of highway vehicles, but such 
standards must be considered in determining con- 
tainer dimensions. 


MATERIALS EXHIBIT 


HE third annual Industrial Materials Exhibit will 

be held at the Hotel Astor, New York City, October 
21-25, with more than forty manufacturers participat- 
ing. A wide variety of alloys and plastics in new 
and suggestive applications, high precision parts and 
methods, improvements in design, containers, sup- 
plies, and other items of interest to purchasing and 
production exeeutives will be on display. One of the 
novel exhibits, prepared by the Parker-Kalon Corpo- 
ration, will show the evolution of the screw from the 
prehistoric spearpoint to the present-day self-tapping 
screw. Another informative demonstration will be a 
miniature felt mill showing the step by step process 
from raw materials to finished product. 


MORSE APPOINTED 


AYLAND P. MORSE has been appointed Gen- 

eral Purehasing Agent of the Borden Company, 
New York City, succeeding Robert G. Wilson, who will 
continue to serve actively in an advisory capacity. 
Mr. Morse has been associated with the purchasing 
department for twenty-five vears, and became assist- 
ant purchasing agent six years ago. 


OBITUARY 
REDERICK P. SHAFER, 51, for the past twenty 


years purchasing agent of the Mohican Company, 


died August 25th at Tenants Harbor, Missouri, where 


he was vacationing. Mr. Shater joined the Mohican 
organization, which operates a chain of retail food 


stores in the eastern states, in 1900, and took charge 


of the eentral purchasing offices in New York City 
fifteen years later. 


















WIPING MATERIALS, INC. 


SPECIALIZING 


DOMESTIC. WASHED 
And STERILIZED 
WIPING CLOTHS 


Cotton & Wool Waste I} i 


For Every Purpose in Any Industry | 



























WIPING MATERIALS, INC. 
2028 North Main St. St. Louis, Mo. 


Offices in Principal 
Cities 


Write for Prices or Samples 





PROMPT DELIVERY ANY POINT IN U. S. A 
































| SE ISTHE S$ a@ IS THE 
BOTTOM TOPS 


NO HIGHER 

































® Here's a new deal in 
hotel economy—you cant 
pay more than $2-%25° or $3 
for a single room with bath. 
Choose this splendid down- 
town hotel where comfort 
and luxuries surround you. 
Wonderful food moderately 
priced. 





CLIFFORD R. TAYLOR, Managing Director 


Hotel TULLER | 


FACING GRAND 
CIRCUS PARK 
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TRADE LITERATURE 


The new lamp eatalog of Hygrade 
Sylvania Corporation, Salem, Mass., is a 
useful reference booklet for the indus 
trial buyer. It includes, in addition to 
the usual data on sizes and prices, such 
helpful information as: commercial rat 
ings; packing weights and dimensions; 
standard package quantities; illustrations 
and designations of the various bulb sizes 
and shapes; illustrations of the various 
filament constructions and positions of 
burning; illustrations of the various base 


=? 


sizes and shapes; a glossary of the most 
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eommon terms used In discussing Incan 
descent lamps; a table showing the light 
absorption of colors; and tables showing 
recommended intensities of illumination 
(in foot candles) for various industrial 


interiors and other places where artificial 


light is used. 
* 


The Latrobe (Penna.) Eleetrie Steel 
Company has issued a 20-page illus 
trated booklet on the subject of Duo 


Metals, a product consisting of high 


loy steels welded to a non-ferrous 


mild steel backing metal by previously 


plating the surfaces with a film of pure 





overlooked. 


organizations of the country. 





FIRM NAME _ 
ADDRESS___ 
Send Attention of. 





seem credible that “‘the Ayes have it. 


“They ALL Have Our CATALOG!” 
“You’re Wrong, My Boy, They Haven't!” 


ND that is the difference of opinion that is agitating our sales department. 
It refers to the extent of distribution of L. & C. Mayers Wholesale 
Jewelry Catalog among Purchasing Agents. 


Judging from the great edition of these catalogs sent out each year it would 


But it is my job to make sure to see 


that no bonafide Purchasing Agent who wants a copy of this book shall be 


That the catalog is a desirable medium for profitable purchasing for personnel 


is very generally recognized among the larger industrial and commercial 


The new Catalog for 1936 will be issued in November. If we have been 
missing you in our distribution you will do yourself and me a great favor by 


mailing in the coupon below, which will bring you a copy without charge. 


HERBERT BERTEL, Sales Manager 
WwW 

DIAMONDS @ WATCHES @ JEWELRY @ 

SILVERWARE ® CLOCKS @® TROPHIES 

® ELECTRICAL WARE @ LEATHER 

GOODS @© LAMPS @® LUGGAGE @ 

CAMERAS @ GLASSWARE @ NOVELTIES 


wv 


LECMAYERS CO. 


DIAMOND IMPORTERS WHOLESALE JEWELERS 


545 FIFTH AVENUE 
NEW YORK 


SALESROOMS 

DOWNTOWN MAIN OFFICE PHILADELPHIA 
NEWYORK S845 FIFTH AVE. LAND TITLE 

170 BROADWAY -at 45th Street BUILDING 


AMSTERDAM — FOREIGN OFFICES —ANTWERP 








L. & C. MAYERS COMPANY, 545 FIFTH AVENUE, NEW YORK, N. Y. 


Yes! Mr. Bertel, You have been missing us. Please place the name of our 
firm on your list to receive the 1936 Catalog. 


Pur. Ast. 
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electrolytic iron which has excellent di 
fusion and produces a strong weld 
joint without non-metallic material « 
inclusions. 

* 

Protective devices for head, eves, nos 
and throat against the hazards of various 
industrial operations are listed and 
lustrated in a new $2-page publicatio 
of Willson Products, Ine., Reading, P: 
The booklet also contains a list of a 
thorized distributors located in the prin 
cipal industrial centers. 

* 

The Howard Paper Company, Urbana, 
Ohio, announces in a recent folder that 
Howard Bond is now available in 500 
sheet packages, Slag x 11 or SW x 13, 
attractively boxed. 

* 

The Rawlplug Company, New York 
City, has issued Bulletin U-400, deserih 
ng an all-purpose wood serew anehor, 
adapted for use in brick, conerete, plas 
ter, olass, tile, wood, composition board 
or metal, and resistant to shock, vibra 
tion, wet or dry rot, fungi and insects. 
The bulletin further prescribes sizes ot 
drill and plug to use with any size of 
wood or lag screw. 

* 

R. G. Haskins Company, Chicago, las 
prepared for distribution among users of 
tapping equipment a new chart showing 
per cent of threads that can be obtained 
by using various standard sizes of tap 
drills. A 75% depth of thread yields 
ample margin and is economical in tap 
ping. <A full depth in a common nut 
requires three times the power to tap 
and adds only 5% in strength. 

* 

A 16-page booklet fully illustrated by) 
photographs and diagrams describes the 
United Conveyor Corporation (Chicago) 
system of vacuum sweeping for the powe1 
plant, fly ash and soot disposal, and 
cinder reclaiming. 

* 


The B. F. Goodrich Company, Akron, 
Ohio, has issued a 12-page booklet an 
nouncing the new ‘‘Commercial 15’’ Jow 
pressure tire designed for %4-ton delivery 
trucks. It offers security, easy steering, 
improved riding qualities and rugged 
service. 

* 


The Youngstown (Ohio) Sheet & Tube 
Company’s Booklet No. 25 illustrates and 
deseribes the new continuous hot mill, a 
working model of which was shown at tlie 
N.A.P.A. Inform-a-Show. This mill, now 
in operation, produces hot rolled sheet 
gauge up to 72 inches 


> 


and strip in 14 
wide, 15 and 16 gauge up to 60 inches, 
and 18 gauge up to 48 inches, in coils 01 


eut lengths. 
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MATERIAL 





No. 101 


_—" eart for plant and construction use is strongly made 

of electrically welded steel sheets, and equipped with steel 
wheels, Timken bearings and pneumatic tires. It has a load 
capacity of 1900 pounds and volume eapacity of 11 cubie feet, 
and is so balanced that one man ean handle a full load in 
loading, moving, or unloading. It is designed for scoop loading 
and is adapted to all bulk materials, such as coal, cement, dry 


batches, or wet conerete. Weight, 250 pounds. 


Sce coupon below 





PORTABLE 
SURFACER 
AND 
POLISHER 











No. 102 





HIS new surfacer is a compact portable unit, weighing only 

50 pounds and measuring 1414x10x10% inches. It has. been 
successfully used in finishing metals, wood, plastic compounds, 
carbon, fibre and hard rubber, for removing burrs, cleaning 
and finishing castings, polishing, sanding patterns, chamfering 
carbon brushes, sharpening small tools, and other shop uses. 
The 7 inch drum presents a cushioned surface 6 inches wide, 
over which paper or cloth abrasive and polishing sheets are 
used. The abrasive surface can be readily changed in a few 
seconds time. A dust-proof motor, either %4 or 1 H.P., is hung 
in a rigid metal chassis, cushioned in rubber and encased in a 
safety steel housing, within the drum. It operates on 110 o1 
220 volts A.C. A concealed light in the cover provides direct 
illumination on the work, without glare. 


See coupon at right 


NEW PRODUCTS & IDEAS 





BELTING CUTTER No 


NEW principle in mechanical belt cutting 
rather than the conventional slice from abov 
bodied in this new tool. It is operated by a direct 
while the belt is held immovable by an equalizing 
is adapted for use on even the thickest and toughest 
to S-inech width. Strongly built of aluminum alloy 
less than 44% pounds and is readily portable; 


either on the beneh or up-ended on the floor. 


Nee coupon below 


errr FUSE TESTER 






TERMINAL 
Buy 
¢ 


NEW line of fuse testers and indicators mak 


No. 104 


tiny neon bulbs offers many conveniences. M 


cartridge fuse blocks or across the terminals at ] 


THE. EXECUTIVE PURCHASER 
623 E. St. Clair Ave. 
Cleveland, Ohio 


Please send complete data on the New Products 


listed by number below: 
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HE point about these nickel silver triculator springs of 
interest to users of springs, is the number of sharp bends 
at the end, shown in enlarged size in the black circle. 


Here are six bends, so tight one upon another as almost 
to form a knot — yet the strength of the original wire is pre- 
served throughout. 


Doing a job like this on a production basis, we believe 
you will concede, is something of an achievement. If you 
have a problem in springs, our experience is at your disposal. 


SEND FOR CATALOG 


Showing the full scope of Peck service 


PECK SPRINGS 


AND SCREW MACHINE PARTS 


THE PECK SPRING CO. - DEPT. P - PLAINVILLE, CONN. 





SATISFIED CUSTOMERS 


Are you one of them? 


Remember the “RED BOOK” is always 
available for your reference. Write NOW 
* 


MAY & MALONE, Inc. 


Wholesalers & Importers 





Diamonds, Watches, Jewelry, Silver, Luggage 
Complete line of Nationally Known Sporting Goods 
Temple Bar Building -- Cincinnati, Ohio 


Sales Contest Catalogs furnished free of charge 











Unbreakable Alloy Steel Body 














GUARANTEED |. . 
UNBREAKABLE ““" 


MARVEL Pesssien, ie 

High-Speed-Edge ‘,,") 7)"; Electric 
Steel Teeth , 

Hack Saw Blades ~~ “ Weld 


Box for Box MARVEL BLADES will out-cut and outlast all others 
for these patented blades combine the best features of all other types, 
still share the weaknesses of none—have the fast-cutting, long-lasting 
quality of Genuine High-Speed Steel and at the same time are shatter- 
proof, are GUARANTEED NOT TO BREAK. For use on all hack 
saw machines. They cost no more than “ordinary” high speed blades. 
Write “The 
o Armstrong-Blum Mfg. Co. gai’%. 


ircular 360 N. Francisco Ave., Chicago, Ill., U.S. A. People’’ 
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they light only when the circuit is opened and immediately 
indicate the blown unit among a whole bank of fuses. Also 
designed as an indicator in high frequeney circuits and as a 


shunt for dangerously high potential surges such as lightni: 


4 


induced voltages, as a tester for live lines, polarity, stat 


ground lines, ete. 


See coupon page 365 


SMALLEST 
ELECTRIC 
DRILL 





No. 105 


HIS 2% pound electric drill is said to be the smallest and 

lightest tool of its type ever built, but offers rugged perform 
ance and accuracy comparable to larger and heavier models, 
plus the convenience of one-hand operation. Furnished in 3/16 
and 14 ineh capacity, it will drill through %4 inch of steel in 5 
seconds with a minimum of heat and vibration. Its unique 
ventilation system prevents overheating—a factor which is of 
importance to the operator and which also permits the motor 
to pull a sustained load at close to its maximum capacity. 


Equally adapted to use in production and plant maintenance. 


See coupon page 36 


PATTERNS 
ON 
STRIP STEEL 


No. 106 





N innovation in the finishing of strip steel is the applica 
A tion of stripes or patterns rolled into the steel by specialls 
ground rolls, resulting in a smartly decorative effect appropri 
ate to many products styled in the modern manner. <A variety 
of stripe designs, in a considerable range of width and depth, 
is already available. The pattern is clear and effective even 


with the application of chrome, nickel, or color finishes. 


Nee coupon page 3S 





No. 107 


FLEXIBLE DRIVE COUPLING 


HIS coupling of flexible rubber is especially designed fot 
use with cushioned or spring motors and is effective in 
eliminating motor torque vibration from the motor to thie 


driven shaft. Available in various lengths, it saves the extra 
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: eost of motor shaft extensions and the time required for 
se aligning. It is treated to resist the action of fuel or lubricat 
a ing oils, and will operate under reasonable lateral or angulai 
5 alignment without friction, binding, or noise. Made in lengths 
' from 21% inches up, and with any combination of bores—5/16, 
%, 7/16, 1%, or % ineh. 
See coupon page 85 
ind 
rm 
els, en 
16 : No. 108 
nO 
5 i HIS tool will handle paint, lacquer or synthetic materials 
ot of spraying consistency, can be adjusted for narrow or wide 
tor striping on horizontal or vertical surfaces, or used as a pencil 
ity. to trace designs, using bent wire guides. The nozzle is auto 
= matically sealed against leakage and air. 
Nee coupon page 85 

2 PORTABLE 

i 

: REGISTER 
non No. 109 
alls 
ypri- . ; s 
Satis HIS portable register embodies the recognized advantages 
pth of a register offering accurate alignment of forms and ¢ 
wen locked set of consecutively numbered carbon copies as positive 


P 


KNOW 
© MORE 


out thir problem than ore 


WILL YOU HELP A NEG- 
LEGTED DEPARTMENT ? 


Purchasing agents know more 
about the importance of hav- 
ing shipments arrive in good 
order than anyone. 





For this reason we hope you 
may write for this booklet that 
tells how the Signode Ten- 
sional Steel Strapping System 
locks shipments in the grip of 
steel,and protects them against 
all damage and pilfering, as- 
sures safe arrival and satisfied 
customers. Makes it possible 
to even lighten containers; saving container cost and 
freight. As much as 20% to 40°; saving is not unusual! 


Get this “Guide 
to Better Pack- 
ing and Shipping” 


FREE! 


Check or tear out this ad as a reminder to send for Signode's ‘Gi 
Better Packing and Shipping” and give it to your shipping ps m 


SIGNODE STEEL STRAPPING CO. 
2602 North Western Avenue, Chicago, Ll. 
371 Furman Street, Brooklyn, N. Y. 
454 Bryant Street, San Franciseo, Calif. 





SAVES SHIPPING DOLLARS 


Mr. Purchasing Agent 


Do you know that 


MENDES 


for Quality 


WHEEL DRESSING DIAMONDS 


always remain sharp and 
REDUCE Grinding COSTS 
Write us for Folder I 
Mendes Cutting Factories, Inc 
505 Fifth Ave., New York, N. Y 


Rep: Milwaukee, Indianapolis, Cincinnati, Pittsburgh 
Baltimore 


“Diamonn Pomrt 
ANGLE TOOL 














Hot 


noted “ALLOY STEELS— «.... 


Cold | 








| 
= “SCULLY SERVICE” | 
| 
1 


It Means Much to Use The Quality 
Best Suited to Your Needs 








fo SCULLY STEEL PRODUCTS COMPANY, 


Pittsburgh ©@ 


e om Chicago © St.Louis @ St.Paul @ Cleveland 





VA Mtl y - Vy A Ks /, Widdsddddd Wa li itil tyf 


Newark,N. J. ©@ Baltimore © Bostor | 


























as 7 
ae 
— . 


Se 


ne Om . oe + 


arena, 


ita 


SO gas Tat 


Le es 


wwrze 


ee 


Se ws 


Tian 


ee 


iD 
3 
ia 
; 
a 
| 
; 


Sil wet 


es 


So ee 


wee ERESY 


eS ee 


oe 


nw PO ree 








Page 38 


WHEN IN NEW 
Pick the Piccadilly 


gm AND WAKE UP 
<5’ EACH MORNING 
FRESH AS A DAISY! 


Reason: 24 floors, 706 charmingly 
furnished rooms—high above the 
street— your guarantee of sound, 
undisturbed sleep all night long. 


In the very center of the city's most 
interesting activities. Taxis? un- 
necessary. .. . Within 5 minutes’ 
WALK of "Radio City,” Fifth 
Avenue and 69 theatres. 























DAILY RATES BEGIN AS LOW AS 


$50 $50 


FOR FoR 
ONE Two 





Dining and Dancing every evening 
in the beautiful Georgian Room. 


HOT EL 
PICEADILE 


= 2 STR EET 
j € 


per’ ] 


- JU ad WEST OF Teeres SQ 


UARE 
Ss KOONES NAGER 











WANTED A HARD JOB! 


CHICAGO CONCRETE 
BREAKING COMPANY 


EDW. GRAY, President ° Phone Normal 0900 





Machinery Foundations Removed 


with Compressed Air or Dynamite 


6247 INDIANA AVE. CHICAGO 

















YOUR SALES MESSAGE IN 


THIS SPACE 


will reach 8697 purchasing agents (C.C.A. audited) | 
in the upper brackets of large scale 
industry at a cost of less 















than 4c per call. 


THE EXECUTIVE PURCHASER 
623 E. St. Clair Ave. Cleveland, Ohio 
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protection against loss or tampering, plus the feature of ] ; 
tability which greatly widens the seope of its use as compared : | 


with the standard counter models and opens the way to many E | 


new applications. Trigger control ejects the forms for te 
off. The flat-packed continuous folded forms used in this 
device have no eurling edges or loose sheets to handle. 1 
permanent copy for checking or audit purposes is practical! 


in book form for easv reference. 


Nee coupon page S35 


PORTABLE 
STRAPPING 
UNIT 








No. 110 





HIPPING room operations may be greatly facilitated and 

made more flexible by the use of this portable reel and 
stand, which makes complete steel strapping equipment quickly 
available at any point instead of only at fixed stations. All 
steel and tubular construction adapt the unit to the heaviest 
type of continuous service, and it is equipped with the latest 
eoil controls, providing proper tension, a tight coil at all 


times, convenient eut-off and feed devices. 


Nee coupon page 35 


No. 111 


OIL-PROOF V-BELT 


XHAUSTIVE tests of hundreds of synthetic materials con 
tributed to the development of this product, which is 





claimed to be the first completely oil-proof V-belt for general 
industrial use. It is particularly designed for use in machine 
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tool operation where excessive oil is encountered in power trans 
mission, causing a breakdown of natural rubber. The new 


belt is of laminated construction, plus an oil-resistant casine 


. ¥ : or 
’ Ne coupon page so 


FUL-VUE 
SAFETY 
GOGGLES 





No. 112 


ATEST design features of spectacles have been incorporated 


in this new safety goggle, with ear pieces set high on the 





rims, removing every obstruction to side vision; full-rocking 
adjustable nose pads, providing comfort and perfect fit; and 
attractive appearance which is caleulated to make easier the 
; enforcement of goggle regulations in the plant. Lenses are 
resistant to blows and fracture; flexible ear pieces are com 


pletely insulated so that no metal touches the skin. 


Nee coupon pade 


and 
‘kly HIGH SPEED 
re TAPPER 
test 
all 


No. 113 





KVERAL improvements in design are incorporated in this 
new high speed tapping machine. Two change gears are 
furnished, providing speeds of 1,100 and 1,750 r.p.m., with 
reverse speed double that of the tapping speed. Perfect align 





ment and free action of the tap head are accomplished by 


two vertical shafts on which the tapping unit is mounted, 


ove sliding in long bearings, line reamed and lapped. Adjustable 

Stops limit the vertical travel of the tap unit. The head and 
con motor unit are adjustable vertically and are counterbalanced to 
h is provide a free-floating sensitive action. Range is from No. 10 
eral up to 5/16 in steel, to 34 in east iron, and to 7/16 in brass. 


See coupon page 85 








Manufacturers of 


QUALITY INCANDESCENT 


All CUTTING 
PURPOSES 


@ Paper 





@ Leather 


@® Agricultural 


SCALES 


For 
INDUSTRIES’ 
EVERY NEED 


THE KRON co. 


BRIDGEPORT, CONN. 
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‘Welcome 


We look forward to the oppor- 
tunity of meeting our friends 
at Booth 7 during the National 
Industrial Advertisers Associa- 


tion Convention. 


Thomas Publishing Co. 


IN ATTENDANCE 


O. G. HENDRICKS, Vice President 
J. A. NORMAN 

R. D. SMITH 

G. H. SCOHOCK, Jr. 

M. H. PIERCE 


F. MORSE SMITH, Manager, Industrial Equip- 
ment News 


W. E. IRISH, Editor, Industrial Equipment News 
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THOMAS PUBLISHING CO. 


INCORPORATED 
467 EIGHTH AVENUE NEW YORK, N.Y. 
Publishers of 
Thomas’ Register of American Manufacturers 
Industrial Equipment News 


Official Grocery Register 
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ADVERTISING 
IN THIS ISSUE OF 


THE EXECUTIVE PURCHASER 


ACME STEEL Co. 

AMERICAN SANITARY RaG Co. 
ARMSTRONG-BLUM Co. 

BAYLIS SANITARY SUPPLY Co. 
BENNETT BROTHERS, INC. 


BONNAR-VAWTER FAN Form Co. 


BRISTOL BRASS CORP. 28 
CENTRAL MILLS Co. 32 
CHICAGO CONCRETE BREAKING Co. 8 
CHicaGoO SANITARY RaG Co. 2 
CINCINNATI SANITARY Rag Co. 32 
CEIVED SI Be Gi ce iiecescrmicsaew ennerca ce atyanetniprnadensanrl 30 
COLUMBIA RIBBON & CARBON Mere. Co., INC. . 29 
Cook & RILEY, INc. 2 
DELIA WASTE Propucts Corp. 32 
DOBECKMUN Co. 9. 10 
ESLEECK Mra. Co. . 19 
Ever READY LABEL CORP. Back cover 
FELTERS COMPANY, INC. ~ 7a 
GENERAL ELEcTRIC Co. ord eover 
GRASSELLI CHEMICAL Co. 24 
HOWARD PAPER Co. 25 
HYGRADE SYLVANIA Corp. 9 
INTERNATIONAL PAPER Co. Zi 
KEE Lox Mra. Co. 3 
KIMBERLY-CLARK CORP. 26 
KRON COMPANY 0 
LEIPHEIMER, INC. y 
LORING COES Co. 9 
MANUFACTURERS SUPPLY Co. 2 
May & MALONE, INC. 36 
L. & C. MAYERS Co. 34 
MENDES CUTTING FAcTORIES, INC. 7 
R. A. Mont & Co. 2 
NORTHWESTERN SUPPLY Co, 2 
NORTHWESTERN WIPING CLOTH Co, 2 
PECK SPRING Co. 6 
PICCADILLY HOTEI ; S 
RELIABLE TYPEWRITER & ADDING MACHINE CORP. 

JosepH T. RYERSON & SON, INC. 4 
SANITARY INSTITUTE OF AMERICA 2 
SCHEINMAN-NEAMAN Co, 32 
ScuLLY STEEL Propucts C». 7 
SEYMOUR Mra. Co, 28 
SIGNODE STEEL STRAPPING Co. OF 
STERLING GRINDING WHEEL Co. 31 
Be ef ht te 5 | a ee ee eae 40 
TULLER HOTEL 33 
Uniten STATES ENVELOPE. (C0..q...----.<:-.2-.<--220<-2-.ccs-ccccscsescs 27 
WIPING MATERIALS, INC. ........- 33 







































































The following units are part of G-E’s complete air conditioning line for office, home and store 


(1) G-E Central Plant Air Conditioner (2) G-E Oil Furnace (3) G-E Gas Furnace 
(6) G-E Room Cooler (7) G-E Air Conditioner for Winter 


COMPLETE LINE. Automatic heat- 
ing: the G-E Oil Furnace is unlike 
any other. Burns cheap oil in a new 
and better way. Cuts fuel costs 20% 
to 50%. Completely coordinated 
with boiler, burner, controls and do- 
mestic water heater in one unit.. . 
the G-E Gas Furnace, designed solely 
for gas. G-E Air Conditioning equip- 
ment to meet all requirements of 
home, store and office, winter, sum- 
mer and year round. 


SUPERIORITY. G-E heating and 
air conditioning products are de- 
signed and built by an engineering 
organization with years of experi- 
ence backed by vast technical re- 
sources and the greatest research 
laboratories in the world. 


G-E NAME. The G-E symbol has 
universal acceptance—stands in the 
public mind as a guarantee of qual- 
ity and performance. 


(4) G-E Air Circulator (5) G-E Wall Mounted Room Cools 
(8) G-E Year-Round Room Air Conditioner (9) G-E Portable Cooler 


NATION-WIDE DEALER SET-UP 
Right at your elbow is a resp 

local organization of G-F-tra 
conditioning specialists wh 

ties and knowledge can be an 

able aid. 


} 


To know more of the interesting 
bilities afforded by the G-E ln 
in touch with your local deale 
has an interesting proposition f 


















EVERY KIND 
EVERY NEED 


Ever Ready makes all 
sizes and shapes of 
labels — gummed or 
ungummed — in rolls 
or flat— perforated or 
plain edge in one or 
more colors. 


Reemember this __ EVER READY specializes only in labels. Years of experi- 


ence have produced master label craftsmen, whose 

skilled application to your label problems means lower prices — quicker service. 
. |* EVER READY has the largest and finest facilities, both mental and mechanical. WE 
| GUARANTEE. Your money serves us only fo the extent that our product serves you. 


| | PURCHASING AGENTS HELPED TO CREATE THIS HAND-Y-B00 


“A i e 

Ever Ready labels made 
Co with this Free holder. 
e convenient address Ic 


INTRODUCTORY OFFER 
” Thoro ” 


Ever Ready’s new moistener. 
Handy to hold. Handy to 
use. Self-cleaning. Result 
of ten years’ experiment. 
One to a customer with 


order for $3.00. r a E E 3 


(Worth 
















t |) ADVERTISING 
» ° |. EXECUTIVES 
have called it the IDEA 
{ BOOK of the year. We 
i are holding a copy 


i for you. 
RP ehe Free! 









Distcibuted exclusively by Ever Ready. For sale at Stationers, Printers, Office Supply 
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MP 141-155 EAST 25:4 5T.. MEW YORK CITY,N 


